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ILLINOIS LIFE FACTS 
No. 2 


he Illinois Life was founded, 
in 1893 and has already 
passed in insurance in force 21 
of the companies which were 
well under way before the I]linois 


Life began. 


The Great Home State 
Company 


ILLINOIS LIFE 


Insurance Company 
CHICAGO ®& 
JAMES W. STEVENS, President 


Greatest Illinois Company 




















Building Solidly 


The Central Life of Illinois is building solidly. 
No freak policies, and no freak agency con- 
tracts, are used to put business on this com- 


pany’s books. 

















On a solid foundation of business sold to stay 
sold, this company is building. 


A general agent is wanted for the prosperous . 
agricultural state of Kansas which we have 
recently entered. If you wish to make such 
a connection with a company “without a 


scandal behind it, nor a cloud ahead of it,” 


write us. 














CENTRAL LIFE 


Insurance Company of 
ILLINOIS 


H. W. Johnson, President 


OTTAWA W. F. Weese, Vice-President ILLINOIS 
S. B. Bradford, Secretary 
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Training Brings Victory to Athlete and Salesman 


Thorough Preparation for His Work Is Essential for Every Man Who Is Ambi- 
tious to Win Success in Life Insurance Field—Some Things That Are Needed 


pic games sent a thrill of pride 
through everyone. 3ut victory 
has come to be such an accustomed 
thing with Americans that few realize 
what prompted the tremendous accom- 
plishment of our athletes over there. 
Jack Moakley, head coach of the Amer- 
ican Olympic team, cabled a New York 
newspaper as follows: “Our decisive 
victory in this athletic meet was due to 
our all-around supremacy. American 
training methods prevailed in all im- 
portant victories gained by any team.” 
Training methods make victories in 
athletics and they make success in com- 
mercial life. Real training “brings 
home the bacon” in life insurance and 
the agent who is not willing to acknowl- 
edge this might just as well drop out 
of the business. 


Notable Tribute from 
Successful Sales Manager 


John M. Bruce, former vice-president 
of the Remington Typewriter Company, 
known the country over as one of the 
greatest sales managers, in an article 
on sales problems and the building up 
of a sales force, pays a noteworthy 
tribute to the sort of training which 
life insurance men of today receive, 
when he says: 

“Give me a man who' has sold life 
insurance successfully and I know that 
he has formed the wholesome habit of 
keeping a stiff upper lip, meeting his 
difficulties by the exercise of ingenuity, 
and expecting to fight for everything 
he gets.” 


A MERICA’S triumph in the Olym- 


New Era in 

Selling Life Insurance 

A new era has arisen in selling life 
insurance. There was an old belief 
among the public, and there still is to 
a large extent, that a life insurance 
agent, in order to be successful, needs 
must have plenty of gall. While this 
may have been true several years ago, 
it is a thing of the past today. Natu- 
rally, the public wants to know why 
and here is the answer. 

Life insurance today has reached the 
stage where it is recognized as a pro- 
fession. In other words, it is being 
put on the same plane as medicine or 
law. The really successful life man 
today is either a college graduate or 
has taken his company’s life course. By 
“college graduate” is meant a graduate 
of a life insurance course such as is 
given at the University of Pittsburgh 
or Carnegie Tech. 

In the olden days a new man was 
put on the street right off the bat. To- 
day, if he is not a college graduate, he 
has to take the company’s course in 
selling, which generally entails three 
months’ study. Then he goes out on 
the street—but not alone. Either the 
general agent or one of his assistants 
accompanies him; shows him the proper 
method of approaching the prospect 
and how to close him. After several 
days, the instructor lets the new agent 
try to sell the prospect. After a week 
or so, the agent is then put on the 
Street alone. 


In other days, where the agent was 
given no instruction, where in many 
cases he was a part-timer, is it any 
wonder that it took nerve to sell his 
policy? Lacking the knowledge of the 
proper methods of selling, of approach- 
ing his man, he was forced to rely on 
his gab to do the work. 


Voshell Gives Points 

of Successful Solicitor 

Jonathan K. Voshell, of the Metro- 
politan Life at Baltimore, former presi- 
dent of the National Association of Life 
Underwriters, hits the nail on the head 
when he says: 

“In the old days it was thought that 
the successful salesman in life insur- 
ance was the man who had the most 
‘gab’ and who could get opportunities 
to exercise his talking ability through 
his nerve in forcing interviews. We all 
know today that the successful solicitor 
in life insurance plans his work in ad- 
vance, carefully selecting the prospects, 
and his knowledge of them measures 
the advantages and the disadvantages 
that he will have when the interviews 
are held.” 

What life insurance man doesn’t re- 
member the days when any man that 
came into the office asking for a posi- 
tion as salesman, got it? When 
one sits and looks back at the wonder- 
ful strides the life insurance game has 
made in the late years, he is forced to 
admit that it is nothing short of re- 
markable. Slowly, but surely, life in- 
surance has come up until today, as it 
was remarked before, it is a profession. 


Two Important Factors 
in Bringing About Change 


Several things have played an im- 
portant role in bringing about the 
change. Two of the most important 
are: (1) The education of the public 
to life insurance, and (2) a careful se- 
lection of applicants before they are 
taken on as agents. 

Ernest J. Clark, of the Baltimore 
agency of the John Hancock Life, 


whose address at the Boston convention 
on “Selecting and Training Agents” 
showed that he is able to speak with 
authority on that line, states that prac- 
tically all of his new men are college 
graduates. New men that are taken 
on and who are not graduates of the 
life insurance colleges, are either sent 
to take the course by the company or 
else they are given the company’s cor- 
respondence course. 

Mr. Voshell being connected with a 
company whose business is mainly in- 
dustrial, his views on how he selects 
new agents are especially interesting. 

“It has been determined beyond any 
doubt,” he says, “that the trained life 
insurance salesman in theory and edu- 
cation distances the man who takes the 
business up as a ‘last resort’ or think- 
ing that as he has been able to sell 
something else he can sell life insur- 
ance. The young men who are being 


turned out of the Carnegie School of 
Salesmanship have demonstrated that 
they are far better salesmen than some 
of the old men who have been trained 


in the business along the old style 


lines. 
Selecting Men for 

Industrial Work 

“The selection of successful men for 
a company doing industrial and ordi- 
nary business,” he continued, “is some- 


what different from the selection of 
men for companies selling only ordi- 
nary. I find that the best results come 


in trying to fit the man to the section 
that he is to control rather than taking 
the best available man and trying to 
have him change over to fit the con- 
ditions of the people with whom he will 
have to come in contact. In other 
words, as one otfcial of our company 
put it, ‘you are trying to fit a square 
peg into a square hole.’ And really 
that is the principle we are going on 
in this office, to select a man from the 
neighborhood and the environment 
where his business will be done, be- 
lieving that he will better fit the situa- 
tion than if we did otherwise. It re- 
quires a competent, tactful, skillful man 
to handle the grade of business among 
the weekly premium paying people and 
from that to work out the prospects 
for the ordinary department.” 


Must Believe in 

Life Insurance 

These, in a nutshell, are the methods 
in vogue today for getting new agents. 
However, it is mecessary not to over- 
look the main essential that every gen- 
eral agent points out to applicants and 


that is this: 

The agent must believe in life in- 
surance heart and soul; he must not 
think of his pocketbook first. As 


Franklin G. Allen, of the Connecticut 
Mutual Life, put it to an applicant: 

“Remember that $150,000 a year is 
paid out by the average agent to 
widows, children and old men. If that 
hits a bell with you, then we'll talk 
business.” 

So it can readily be seen that life 
insurance men themselves are doing all 
in their power to make life insurance 
a profession. A life insurance sales- 
man of today maps out his campaign 
of action and then gets to work selling 
his policy. And his prospect knows 
something about life insurance today. 
The campaign of the United States 
government during the war to adver- 
tise life insurance did more to boost 
the sale of this line, in the opinion of 
a large number of insurance men, than 
anything else. 


How Life Salesman’s 

Experience Helps Him 

A review of the methods of getting 
and training new agents brings the in- 
quirer back to the starting point—why 
is Mr. Bruce correct? 

“It is not alone that the experienced 
life insurance salesman is successful 
because he ‘has formed the wholesome 
habit of keeping a stiff upper lip,’” says 
Mr. Voshell, “but he learns by experi- 
ence and by training that he must ex- 
ercise an even disposition, to be just in 
his dealings and always to be hopeful 





that better things are in store for the 
future.” 

And Mr, Allen states that “ a life 
insurance man has to make a sale, 
whose only appeal to a man’s cupidity 
or comfort is far in an indefinite 
future that it is very difficult to visual- 
ize to the prospect.” 


so 


Four Main Things 
Agent Must Learn 


An agent’s training should cover four 
subjects: First, knowledge of his poli- 
second, study of human nature; 
third, mastery of good selling points; 
fourth, service to policyholders. 

Knowledge of policies can be gained 
in two ways—through study and by 
asking An agent who is 
afraid to ask questions shows fear at 
the start, and this fear will finally cause 
him to fail. Agency managers and 
fellow-agents are always willing to 
answer questions. They are interested 
in you and want to you succeed 
Some time each day should be given 
to study of rate-book, policy contracts 
and whatever instructive literature the 
company distributes. 

Studying human nature is a process 
of daily contact with people. Study 
their characteristics, their peculiar traits 
and how they can best be approached. 
If you are going to sell life insurance 
believe in it, and believe in the con- 
tracts which your company provides 
you with. 


cies: 


questions. 


see 


Experience Helps to 
Master Selling Points 


The mastery of good selling points 
comes through knowledge and confi- 
dence. Experience gained in the past 
should be put into practice, always re- 
membering that no two cases can be 
closed in the same manner. The prin- 
ciple may be the same but there must 
be specific arguments to suit the case. 

The agent giving service to policy- 
holders first learns to keep in touch 
with them. There are times when they 
need more insurance or desire to change 
their policies. If you are on the job 
you will make of them assets which are 
well worth having. When there is a 
death claim, be prompt in the adjust- 
ment of it, see that the claim checks 
are delivered within a reasonable length 
of time, and give any change or cor- 
rection in a policy contract careful 
attention. 

These things constitute training, and 
when they are once absorbed the agent 
is on the right road where records are 
made. The amount of training required 
depends on the agent himself—not so 
much on his capacity for study as on 
a desire to learn, a desire to be a bigger 
and stronger man, a desire to separate 
himself from the doing-well-enoughs, 
to work in the front line of qualified, 
dependable producers, who know they 
can go out and close business any day 
in the month in any month of.the year. 

There is a wonderful future for the 
life insurance agent who is willing -to 
learn and work. 
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STANDARD TOPICS FOR 
LOCAL ASSOCIATIONS 


National Executive Council Out- 
lines Monthly Programs 
for Coming Season 


URGE SALES CONGRESSES 


Holding of One-Day Meetings at 
Every Association Center During 
Year Recommended 





Orville Thorp, the new president of 
the National Association of Life Un- 
derwriters, has sent out to the officers 
of local associations a standard program 
prepared by the executive council of 
the national body for local association 
work, beginning with October and ex- 
tending to July. In commenting on 
the program Mr. Thorp says: 

“This program received the earnest 
consideration of a large group of the 
most successful underwriters in the na- 
tion, and was specifically prepared with 
the thought of building our association 
work this year around the general 
theme of cooperative underwriting. 


Map Out Work in Advance 


“In order that your association may 
realize the best results in following this 
standard program for the year’s work, 
it is recommended that you call a meet- 
ing of your executive committee and 
your program committee and carefully 
map out the entire year’s work in ad- 
vance. It is also suggested that in 
order to thoroughly develop the sub- 
jects outlined for the different meet- 
ings, that a chairman for each meeting 
be selected at least three months in ad- 
vance and that he and the program 
committee select speakers to develop 
the various subjects on the program. 
This will enable those taking part in 
the program to give careful, construc- 
tive thought to their subjects and bring 
to the association meeting something 
that will really be worth while. 

“Our organization was promulgated 
for the purpose of bringing those en- 
gaged in the business into a more 
friendly relationship and to mutually 
cooperate with each other. For this 
ideal to be realized, we must make our 
monthly meetings enthusiastically inter- 
esting so that every member will have 
a keen desire to attend. Constructive 
programs will arouse interest and in- 
sure big attendance. 


Sales Congresses Urged 


“The need of better and more trained 
salesmen is apparent if our business is 
going to help meet the needs of Amer- 
ica. Therefore the council has embodied 
an educational plank in our platform, 
under which it urges among other 
things the holding of a one-day sales 
congress in each association center of 
the United States. A constructive pro- 
gram is being prepared for these con- 
gresses, and will be published at an 
early date. I suggest that you and your 
associates begin now to prepare for a 
one-day sales congress to be held under 
the auspices of the organized under- 
writers of your district. Some com- 
panies and agencies are already arrang- 
ing to hold their annual agency meet- 
ings immediately before or following 
these congresses. They should be at- 
tended by every active underwriter in 
the district. In preparation for the 
congress, the president of one of the 
local associations is now appointing an 
active underwriter in every important 
center, who will be sponsor for the 


local association president and will help 
work up interest in all association mat- 
ters, especially the one-day sales con- 











THE “THINK IT OVER” PROSPECT | 


— 








Se 


NE of the $200,000 Club members 
O of the New York Life gave his 

method the other day of meeting 
the excuse of the prospect who wants to 
“Think it over.” In the opinion of that 
agent the majority of these excuses can 
be met successfully and turned to the 
agent’s advantage. As a company official 
remarked, salesmen are too often inclined 
to be over sympathetic and permit the 
prospect to sell them on some put-it-off 
excuse, when they ought to use his ex- 
cuse as an index for the next step. As 
he remarked further, “It is either a case 
of the prospect selling the agent or the 
agent selling the prospect. The $200,000 
Club man speaks as follows: 

There are two kinds of “think it over” 
prospects. One kind is sincere. They 
don’t like to be rushed. The other kind, 
and they are in the great majority, are 
either playing for time or they hesitate 
to come out and say frankly that they 
will not buy. 

When I get a prospect of that sort, I 
say to him, “ordinarily I would be per- 
fectly willing to have you think this 
matter over for a few days, or a week 
if you preferred.. But these are not ordi- 
nary times. Things happen faster today 
than in any time you or I can remember. 
Events in the last six years lay stress on 
one thing—PREPARATION!” and then 
I go on to tell the prospect about the 
disability and double indemnity features. 


Two Things in Mind 





The prospect who gives the, stereotyped 
“think it over” answer has one of two 


gress. I think this is an excellent idea, 
and I strongly recommend it for your 
careful consideration. 


Would Reach All Workers 


“Cooperative underwriting is our 
motto for the year. We should there- 
fore center our efforts on bringing all 
factors in life insurance service to one 
common viewpoint in order that our 
effectiveness as life insurance salesmen 
may reach the highest point. Every 
worker who carries a rate book in the 
United States is the direct recipient of 
all the work that is being done by or- 
ganized underwriters, and should there- 
fore desire to have a part in this great 
work. To reach our goal we must all 
pull together and by so doing we will 
be able to establish cooperative under- 
writing in its broadest sense. 

“America needs the maximum service 
that legal reserve life insurance can 
render. None of us should, therefore, 
be satisfied with anything short of our 
best. This we can realize through the 
helpful cooperation of our local un- 
derwriters’ association.” 

The suggested program for associa- 
tion activities is as follows: 

October Meeting 

1. Report of delegates to 
tional Convention. 

2. Announcement by local officers of 
activities planned for coming year. 

November Meeting 

Main Topic: Salesmanship and Serv- 

ice in Life Underwriting. 


the Na- 


Sub Topic: Plans for Securing City 
Prospects. 

Sub Topic: Plans for Securing Rural 
Prospects. 


December Meeting 


Main Topic: The Permanency of 
Estates. . 

If possible secure the judge of the 
probate court to speak on this, giving 
data from the records of his office thus 
lending local color to the topic. 


Sub Topic: Plans for Selling Income 
Insurance. 
Sub Topic: Successful Selling Talks 


on Income Insurance. 
January Meeting 

Main Topic: Life Insurance, a Pro- 
moter of Thrift. 

Sub Topic: The Percentage of Income 
Necessary to Invest in Life Insurance. 

1. To provide for old age of the in- 
sured. 





2. To provide for beneficiaries. 


things in his mind—either (1) he must 
consult some other person or (2) the 
proposition and its advantages are not 
clear enough, or presented with sufficient 
emphasis, to enable him to make his de- 
cision at once. 

The agent doesn’t take the matter 
seriously except that it is an index of 
the progress he is making. Any varia- 
tion of this objection or excuse is his cue 
to get down to real facts. He proceeds 
somewhat as follows: 


Argument Used 


“Mr. Williams, I really don’t believe 
that I have made my case entirely clear. 
You are a man of judgment and if I had 
presented it so that you thoroughly under- 
stood, I believe you would make your 
decision at once, as you do in other mat- 
ters of importance. Now I want to call 
your special attention to one point (or 
points) that I consider vital as far as 
you are personally concerned.” Then he 
gets right down to the thing or things 
that he considers to have weight — for 
instance that if he should be injured on 
the way home, with total and permanent 
disablement, or killed, he would be in- 
sured from the moment he paid the full 
annual premium in cash, if the policy was 
issued as applied for, and would receive 
a monthly income during disablement, or 
his beneficiaries would receive if he died 
double the face of the policy. In other 
words, by paying cash he was insured 
pending issue of the policy, if the ex- 
amination was all right. 





February Meeting 


Main Topic: Systematic Production 
the Key to Success. 
Sub Topic: Specific Plans for System- 
atic Work. 
March Meeting 


Main Topic: Insurance and Credit 
from a Banker's Standpoint. 

Sub Topic: Successful Methods in 
Placing Business Insurance. (Short talk 
from two or more members either on an- 
nounced asignments or from the floor, 
in the latter case making sure in ad- 
vance of the meeting of several re- 
sponses.) 

April Meeting 


Main Topic: Methods in Closing Busi- 
ness, 

Sub Topic: 
gestions. 


Successful Closing Sug- 


May Meeting 


Main Topic: Insurance to Provide for 
Inheritance Taxes. 

Sub Topic: The Use of Life Insur- 
ance to Provide for Bequests. 

June Meeting 

Main Topic: The Underwriter, His Du- 
ties and Opportunities in Promoting 
Americanism and Good Citizenship. 

This meeting should be planned with 
special care, and wherever possible 
should be made more or less of a public 
affair. 

July Meeting 

Evening Meeting: If advisable, a din- 
ner, or if not, an evening meeting, an 
outing or a picnic may be arranged. 

This should be a social event, closing 
the year’s activittes with a program 
suitable to the occasion. 


Film Stars Heavily Insured 


Contracts were submitted in evidence 
in a law suit at Cleveland this week to 
show that motion picture,actors and 
actresses are among the most heavily 
insured people. The contracts were 
submitted by the Associated First Na- 
tional Pictures, Inc., of New York, 
which is defendant in a suit filed by 
Marcus Loew theatre interests of Cleve- 
land, the latter alleging the picture pro- 
ducer has broken a contract to permit 
the Loew organization first runs of pic- 
tures. It was shown that during his 
contract with the First National Charles 
Chaplin must carry $1,000,000 life in- 
surance, that Norma Talmadge must 
carry $160,000 and Charles Ray a like 
amount. 





REVIEW 75 YEARS OF 
U. S. LIFE INSURANCE 


That Will Be the Central Idea of 
Life Presidents’ Convention 
in New York 


MEETING DATES, DEC. 9-10 


and Life 
Insurance Counsel Meet in New 
York Same Week 


Insurance Commissioners 


NEW YORK, Oct. 12.—‘“Seventy- 
five Years of American Life Insurance 
—A History and Prophecy of the Na- 
tion’s Growth,” will be the theme of the 
14th annual convention of the Associa- 
tion of Life Insurance Presidents, to be 
held at the Hotel Astor, New York, 
Thursday and Friday, Dec. 9-10. 

Original statistics are now being con- 
tributed by the companies as a basis 
for showing definitely the present 
ramifications and extent of life insur- 
ance’s relationship to policyholders and 
to the nation as a whole. It is ex- 
pected the two days’ discussions will 
develop enlarged and additional fields 
of service through the projection of 
this data upon the rapidly growing 
background of the business. 

The National Convention of Insur- 
ance Commissioners will meet in New 
York the same week as the Life Presi- 
dents, the dates of the commissioners’ 
se¥sions being Dec. 6-8. The Associa- 
tion of Life Insurance Counsel will also 
meet that week in New York, Dec. 7-8. 
Invitations to attend the Life Presi- 
dents’ meetings are now being sent to 
all the members of these other organ- 
izations, as well as to life insurance 
executives generally throughout the 
United States and Canada and to in- 
surance journalists. 


Announcement by Wight 


Accompanying the invitation is the 
following announcement by Manager 
George T. Wight of the Association of 
Life Insurance Presidents: 

“Three-quarters of a century have 
passed since the permanent establish- 
ment of the institution of life insurance 
upon American soil. In affording a 
forum for the further consideration of 
ways and means to increase the service 
of life insurance to the family and the 
nation, our fourteenth annual conven- 
tion will seek inspiration from this 
background of rich and stimulating ex- 
perience. 

“Advancing from small beginnings, 
the growth and service of life insur- 
ance have been coincident with the 
periods of greatest stress and progress 
in the nation. The recent war and its 
inevitable readjustment days have em- 
phasized to the people generally its 
adaptability to meet national crises as 
well as to contribute steadily to the 
general welfare and advancement of 
the country. While American life in- 
surance is only about half the age of 
our nation, it has had unparalleled de- 
velopment here. Today there is more 
family protection outstanding in the 
United States than in all of the rest 
of the world, although life insurance is 
a much older institution in other 
countries. 


Significance of Expansion 


“No period of the nation’s life rec- 
ords greater achievement than these 
years of life insurance expansion. Their 
significance is accentuated in their con- 
tribution to national growth materially 
and to individual growth morally, 
through principles of unselfishness, so- 
cial responsibility and the cardinal 

(CONTINUED ON PAGE 6) 





Kee 


TI 
$100. 
gene 
Indi: 
part 
apol: 
marl 
conc 
com! 
suce 
$100, 
busi 
Mare 
luncl 
all-a: 
prob 
disct 
terda 
selve 
tions 
Corp 
of L 
Cost 


agen 
ber « 
War 
India 
write 
come 
of th 
in hi 
ship 
and \ 
Finn 
spon 
medi 
twee! 
He li 
and { 
stone 
medic 
grour 
work 
amial 
amine 
perfo 


Pre 
diana 
spoke 
no m 
ance 
the |} 
sume: 
said 
maths 
princi 
agent 
traini: 
will a 


able t 
Now 
an ag 
better 
predic 
when 
witho 
now { 
M. 
resent 
ave ; 
“Life 
tion.” 
tary; 
direct 
ent f; 
briefly 
the he 
that b 








0 


of 


10 





October 14, 1920 


LIFE INSURANCE EDITION 


3 








HOOSIERS HOLD RALLY 


INDIANA AETNAIZERS’ MEET 


Keene & Simpson General Agency 
Holds Convention at Office in 
Indianapolis 


The fifth annual meeting of the 
$100,000 Club of the Keene & Simpson 
general agency of the Aetna Life at 
Indianapolis, which includes the larger 
part of the state, was held in Indian- 
apolis last week. The agency set a 
mark of $4,000,000 for the year just 
concluded and this was passed by a 
comfortable margin. M. Finney 
succeeded himself as president of the 
$100,000 Club by merit of volume of 
business produced, A. B. Harris of 
Marengo being’ vice-president. <A 
luncheon at noon was followed by an 
all-afternoon session devoted to field 
problems. The following subjects were 
discussed: “Rural Districts of Yes- 
terday and Today and Adjusting Our- 
selves to Meet These Changed Condi- 
tions,” “The Future for Business and 
Corporation Insurance,” “The Danger 
of Underselling Prospects” and “The 
Cost of Lost Motion.” Most of the 
agents were accompanied by their 
wives, who were entertained at a mati- 
nee during the afternoon. 


Medical Examiner’s Problems 


At the banquet in the evening the 
ladies were present as well as the mem- 
bers of the office staff of the general 
agency. John E. Keene, senior mem- 
ber of the firm, acted as toastmaster. 
Ward H. Hackleman, president of the 
Indiana Association of Life Under- 
writers, delivered an address of wel- 
come. Mr. Hackleman is general agent 
of the Massachusetts Mutual and spoke 
in high terms of his friendly relation- 
ship with Aetna Life representatives 
and extended a cordial welcome. Mr. 
Finney, president of the club, re- 
sponded. Dr. Frank B. Wynn, a local 
medical examiner, responded to “Be- 
tween the Upper and Nether Stone.” 
He likened the home office to the upper 
and the field man as the nether mill- 
stones between which the “poor local 
medical examiner” is being constantly 
ground to powder. From this simile he 
worked out a clever picture of the 
amiability and patience of the ex- 
aminer and of the important service he 
performs for the business. 


Talk on Salesmanship 


Prof. Alva L. Prickett of the In- 
diana University School of Commerce 
spoke on “Salesmanship.” He said that 
no man ought to enter the life insur- 
ance business without a realization of 
the high responsibilities he thus as- 
sumes. “Salesmanship is a_ science,” 
said the speaker, “which, while not 
mathematically exact, is based upon 
principles which have been proven. The 
agent who takes a course of scientific 
training before he enters the business 
will advance himself at least a year or 
more.” He said that while the selling 
of life insurance may not have been 
as thoroughly analyzed as have some 
other branches of business, it soon will 
be and the agent thus trained will be 
able to meet his public on sure ground. 
Now it is often the case, he said, that 
an agent encounters a prospect who is 
better posted than he is himself. He 
Predicted that the time would come 
when no man could enter the business 
without previous special training, as is 
now the case in other lines. 

M. C. Thornton, an Aetna Life rep- 
resentative from New Albany, Ind., 
gave an eloquent response to the toast, 
Life Insurance As a Factor in Civiliza- 
tion.” Frank Bushnell, agency secre- 
tary; Dr. Edward K. Root, medical 


director, and J. B. Slimmon were pres- 
ent from the home office and spoke 
briefly of the high appreciation which 
the home office has for the good work 
that has been done by this agency dur- 





Vermont Occupies Field to Itself in 


Life Insurance Business and Offers 
Some Very Interesting Selling Aspects 


BY E, JAY WOHLGEMUTH 


URLINGTON, VT., Oct. 

Vermont is a state that is often 

thought of, life-insurance-wise, as 
a part of New England, but it is a 
distinct field and presents some in- 
teresting selling aspects. 
policies in Vermont do not run large, 
it is said that there is a greater amount 
of life insurance in force per capita, 
considering insurable lives, than any 
other state in New England. 

Vermont is almost unique among the 
states in that it does not have a large 
foreign element. Vermont people are 
thrifty and from the life insurance 
standpoint have to be “shown” more 
perhaps than in other sections. Bur- 
lington is the largest city, but there 
are other good centers and the Life 
Underwriters’ Association meets four 
times a year, in a different city each 
time. Usually 50 or 60 men turn out 
for these meetings. 


Prospects in Three Lines 


Granite is usually thought of as the 
chief industry of Vermont, but it has 
a large agricultural! interest and a grow- 
ing tourist trade. These three lines 
furnish most of the prospects for life 
insurance. The men who work in the 
quarries are not considered by some 
companies, including the New York 
Life, as good risks. Mortality statistics 
show a heavy loss ratio but there are 
still some companies which write stand- 
ard policies on the quarry workers. 
Naturally, they get all of this business. 
It is estimated that the state has only 
125,000 insurable lives and yet $13,000,- 
000 of new business was written last 
year. 

Naturally, the National Life of Ver- 
mont is extremely popular in the state, 
although it does not lead. The home 
company, however, is making a special 
drive for Vermont business and it is 
not unlikely that it will run the Metro- 
politan a close race in ordinary busi- 
ness. A. B. Shepard, at the home office 
in Montpelier, has charge of the state 
and he is conducting an intensive cam- 
paign, especially among the farmers. 
His plan is to take the state one county 
at a time and fix a quota for each 
town based on population. Every com- 
munity as small as 50 or 100 people 
has to furnish its quota to make up the 
big total for the state. 


Metropolitan Led Last Year 


The Metropolitan led last year in 
ordinary with $3,164,855, considerably 
more than it wrote in industrial. 
Metropolitan has a very strong organi- 
zation in Vermont. Thomas Magner, 
superintendent at Burlington, is one of 
the big life insurance men in the state, 
and another fine organizer has been 
F. B. Jaques. of St. Johnsbury who, 
however, has now been transferred to 
Pittsfield, Mass. The Metropolitan 
men get out in the country on motor- 
cycles and in automobiles and write up 
the farmers; in fact much of the solicit- 
ing by all companies in Vermont is 
done by use of automobiles or motor- 
cycles. The experience of the Metro- 
politan in Vermont is interesting because 
here its industrial men have become 
largely writers of ordinary, a condition 
which may be duplicated in time in 
other states. 

This is President Darwin P. Kings- 
ley’s home state and he is a member of 
the board of trustees of the University 
of Vermont at Burlington. Naturally, 
this does not hurt W. R. Bliss, agency 
director of the New York Life at Bur- 


ing the past year. Paul W. Simpson, 
junior member of the firm, made a brief 
closing address. The agency has set 
$5,000,000 as the mark to be attained 
during the coming year. 
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lington, who is building a fine business 
for his company and is one of the 
comers. He has one comparatively new 
agent who recently went out into a 
town of 600 people and who in three 
days took 46 applications, 19 of which 


| were written in a single day for $75,000 


| insurance. 





He first insured the princi- 
pal man of the town and through in- 


troductions secured from him wrote 
the balance. 
Connecticut General Strong 
The Connecticut General is very 


strong in Vermont and last year stood 
second, next to the Metropolitan. Its 
new policy, endowment at age 65, a 
very low rate non-participating form, 
is going big with Vermont people 
When Vermonters are Once induced to 
take out life insurance, there is a very 
low lapse on their business. Perhaps 
Vermont has one of the lowest lapse 
rates of any state in the Union. The 
state is prosperous, and an increasing 
amount of life insurance is being writ- 
ten each year. The agents are a high 
grade of salesmen and the future is 
bright for Vermont life insurance men. 


Story of President De Boer 


A little story of the late President 
De Boer of the National Life told the 
writer by President Howland may not 
be out of place here. Mr. Howland, 
by the way, is measuring up to the 
stature of his predecessor. Mr. De 
Boer came to America from Holland, 
a poor boy, possessed of unusual talent. 
He settled in Albany, N. Y., where 
many of the people are of Dutch de- 
scent, and worked his way through 
Dartmouth college. One vacation he 
visited in Montpelier in the home of 
Mr. Estey, a director of the National, 
whose son also attended Dartmouth. 
Mr. Estey at once saw the possibilities 
in young De Boer and later when the 
position of principal of schools was 
vacant he suggested to the board that 
De Boer was the man for the place. 
Mr. De Boer accepted the offer made 
him and soon proved his ability as a 
great teacher. 


After he had been in Montpelier 
some time, the directors of the Na- 


tional, realizing that the company had 
reached a point in its size when it was 


| necessary to have a regular actuary, on 


the suggestion of Mr. Estey, offered 
the position to the school principal. 
Mr. De Boer received the idea favor- 
ably, but imposed several conditions, 
one of which was that he be permitted 
to smoke any time or place he pleased 
in the office. Another was that he be 
allowed to go to New York periodically 
to study actuarial science under one of 
the great actuaries, and he chose David 


Parks Fackler. It did not take him 
many years to master the life insur- 
ance business in all its aspects. He 


was promoted to various positions until 
he was made president. 
Left Indelible Impress 


He became one of the great minds in 
life insurance and when he died he 
had left his impress indelibly not only 
on the National but on life insurance 
as a whole. He formulated the Na- 
tional’s investment policy of making in- 
vestments only in farm loans and mu- 
nicipal bonds on the theory that these 
furnish the two great basic securities. 
He had another interesting notion 
which was that the secretary of a life 
company has the greatest opportunity 
of anyone in the home office. In fact, 
Mr. De Boer was the sort of man who 
saw opportunity for great service in 
every position. 


The Travelers has merged two of its 
publications, “Agents Record” and “Pro- 
tection. “Protection” will hereafter 
cover all lines written by the the 
Travelers and the Travelers Indemnity. 





NATIONAL CONVENTION 


BISHOP GIVES HIS VIEWS 


Former President of the Life Under- 
writers Makes Some Observa- 
tions On the Movement 


Manager L. Brackett Bishop of the 
Massachusetts Mutual Life in Chicago, 
former president of the National Life 
Underwriters’ Association, believes that 
the National body has now acquired the 
momentum that will carry it rapidly 
along. He believes that the growth of 
the association movement presents 
problems that must be considered espe- 
cially in handling the big national con- 
vention. In an interview with THe 
NATIONAL UNDERWRITER, Mr. Bishop 
gives his views as follows: 

“The accounts of the convention of 
the National Association of Life Un- 
derwriters at Boston, which I was not 
privileged to attend, show another, per- 
haps the most successful of all the 
National association meetings yet held. 

“President Orville Thorp is a power- 
ful man and should make one of the 
best presidents we have ever had, and 
the new chairman of the executive com- 
mittee, Franklin W. Ganse, should make 
a very fine chairman. In fact, all the 
new officers are men of experience and 
ability and we can well leave the Na- 
tional association this year in their 
capable hands. 


Some Suggestions Made 


“As one who is always interested in 
the National and local associations and 
the great life insurance business, I have 
taken the liberty of making a few sug- 
gestions, which follow: 

“For the last two years great efforts 
have been made to increase the mem- 
bership of the association. I believe 
this year we can make some effort— 
ordinary effort—in the line of increasing 
and retaining our present membership. 
We should lay great emphasis on tak- 
ing care of members and associations 
already formed by stimulating associa- 
tions to hold meetings that will be 
really attractive, educational and inspir- 
ing, teaching not only the association 
ideals, but also the practical things con- 
cerning the actual selling of insurance 
and the conduct of agencies, duties of 
agents, etc., and by a continuation of 
the sales congresses which are bringing 
the association ideals to 90 percent of 
the members who do not attend the Na- 
tional association meetings and also to 


the many outsiders who are not yet 
members. 
Attention to Industrial Men 
“In the last two or three years a 


great many industrial men have joined 
the association. These men will prob- 
ably lapse their memberships unless at- 
tention is paid to having at least one 
or two meetings a year in which they 
are particularly interested. I believe 
that at the national convention each 
year there should be a section devoted 
entirely to the industrial men and mat- 
ters pertaining to the industrial life in- 
surance. 

“IT think the association might also be 
advised not to attempt to exercise 
police powers over its members, but to 
work for harmony and the building up 


through education, instead of violent 
supervision, the morale of the mem- 
bership. 


Should Cover Many Subjects 


_“The annual meetings of the associa- 
tion are getting larger than ever. I do 
not think anything should be done to 
repress this growth, as we are now 
arriving at what we have long striven 
for in these annual conventions. There 
is a great deal more in the life insur- 
ance field work than salesmanship. 
While proper attention should be given 
to that department, yet in our annual 
meetings we should also pay a great 
deal of attention to other departments, 
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When you think of 


life insurance in Indiana— 
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Associate it with the Central States 
Life Insurance Company, Crawfords- 
ville, Indiana. 


An Indiana Company for Indiana People. 


Confines its operations to its Home State 
where it has $4,132,351 life insurance in 
force. 


It has studied Indiana thoroughly. It 
knows what sort of policies appeal to the 
home folks. The Central States Life is 
content to be recognized for the fine qual- 
ity of the business on its books. It has 
not diluted quality with quantity. 
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It seeks the best business from the best 
territory. 











We know where and how to get life in- 
surance in Indiana. 


We will be glad to talk it 
over with any agent who 
wants to work 
in Indiana. 








Come with the 


TRAL STATES LIFE 


Insurance Co. 





Crawfordsville, Indiana 





If you want to write life insurance in Indiana 


WRITE TO 


THOMAS L. NEAL, 


Second Vice President and Agency Manager 





President, 


Edwin M. Brown 


Secretary, 


Clifford V. Peterson 
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like agency management, publicity, ad- 
vertising, cooperation with home office, 
medical examination and actuarial work 
and a section for the industrial men. 
The actuarial work to be not stressed 
too much, but to be made as interesting 
as possible. 
Meeting Place of Convention 


“T would like to say a word about 
the place of holding the national con- 
vention and the paying of the expenses 
of the convention. "’Twould seem to 
me that a central place should always 
be chosen. It should never go to a 
small place or a place too far on one 
side of the country or to a place where 
proper facilities cannot be had for 
hotels or convention hall accommoda- 
tions. Now that we are to have sales 
congresses all over the country, it is 
not necessary that the National asso- 
ciation convention be held at some out- 
of-the-way place. I believe, too, the 
time has arrived when the National 
association should take full charge of 
and assume the financial responsibility 
of its annual meetings, asking no 
money of the local association where 
the meeting is held, but simply asking 
for their co-operation in completing 
arrangements, etc. We now charge a 
registration fee of $1. If that could be 
raised to two, three or five dollars, this 
would come pretty near meeting the ac- 
tual expense outside of entertainment. 
If we are going to try to have larger 
and larger conventions, I think that the 
matter of entertainment should have 
its proper place as an attraction and 
that besides the registration fee the 
delegates participating in these dif- 
ferent entertainments should pay a fee 
for each entertainment that they take 
part in. 

“We have now some 1,500 or 2,000 
come to our convention. If we learn 
to have sectional meetings, as we have 
already commenced to do at our annual 
convention and encourage more com- 
panies to have their annual meetings 
just before or after the national con- 
vention, there is no reason why we 
should not take care of 5, 10, 15 or 20 
thousand, which is the size of some of 
the great conventions, professional and 
business.” 


Celebrate Fifth Anniversary 


CLEVELAND, O., Oct. 12.—The 
fifth anniversary of the organization of 
the agency of Murray & Walker was 
celebrated Oct. 9. The firm represents 
the Penn Mutual Life. L. K. Pass- 
more, vice-president of the company, 
was here from Philadelphia to attend 
the festivities. At a luncheon attended 
by about 25 members of the agency Mr. 
Passmore was the principal speaker. 
He commented upon the remarkable 
growth of the business in this territory. 
The Murray & Walker offices operate 
in 22 counties in northeastern Ohio. 
Mark Thomas, prominent local attor- 
ney and director of the loan interests 
of the firm, also spoke. C. R. Walker 
and J. E. Murray were presented with 
automobile traveling kits by members 
of the staff. Though no special effort 
was put forth, the staff also has the 
satisfaction of presenting the office with 
a nice quantity of new business for its 
birthday. 


Ohio National Agencies Celebrate 


The J. W. Millholland agency at Lon- 
don, O., representing the Ohio Na- 
tional Life, celebrated its third anni- 
versary Oct. 2. All of the agents con- 
nected with Mr. Millholland, together 
with their wives and a few friends, were 
present to celebrate the anniversary 
and the writing of $900,000 in business 
in the year which has just closed. T. 
W. Appleby, secretary and general man- 
ager, was present. 

A similar anniversary celebration 
took place Oct. 9 in Sandusky, when 
the George C. Hill agency for the same 
company celebrated its third anniver- 
sary with the writing of $1,065,000 in 
business during the past year. Mr. 
Appleby was also present at this 
gathering. 





NATIONAL PROGRAM TO 
EMBODY ‘‘14 POINTS” 


Executive Council of Underwriters 
Association to Announce 
Details Soon 


OUTLINE PLAN FOR YEAR 


Constructive Work in All Lines Sought 
—President Thorp Busy, Arrang- 
ing His Program 


DALLAS, TEX., Oct. 12.—For the 
first time in the history of the organi- 
zation, the National Association of Life 
Underwriters is to have a definite plan 
of action and a specific schedule of the 
work to be done and the things to 
be accomplished during the year. This 
was made known when President Or- 
ville Thorp of this city announced that 
the association, through its executive 
council, had declared for a platform 
of fourteen planks which would out- 
line the work of the organization and 
largely determine what is to be ac- 
complished in any and all lines of en- 
deavor. This “fourteen point” docu- 
ment is now being shaped up and will 
be approved and distributed among the 
members of the organization within the 
next few days. 

Seeks Unity of Effort 


While the majority of the fourteen 
specific issues which are to determine 
the activities of the national organiza- 
tion during the next year have been 
approved, President Thorp would not 
comment upon any of the “points” or 
planks until the entire document has 
the approval of the council. He said 
the platform would control the activi- 
ties of the organization, and intimated 
that it was hoped this same platform 
would offer acceptable suggestions to 
the various insurance organizations of 
the United States, thereby uniting the 
work and efforts of the life underwrit- 
ers along a common line of endeavor. 
There was a _ suggestion that such 
unity of purpose and work would go 
a long way toward elevating the busi- 
ness, solving the problems confronting 
the various associations and even elimi- 
nating many of the difficulties which 
confront the agents. 


To Be Basis of Thorp’s Talks 


That the fourteen-plank platform is 
going to control the activities of the 
association fully and completely was 
evidenced by the fact that President 
Thorp is arranging no definite set sub- 
jects to discuss at the various minor 
association meetings until the platform 
has been approved by the council. Mr. 
Thorp’s first address as president of 
the National Association will be de- 
livered at Des Moines, Oct. 29. He 
declared that while he had _ several 
things in his mind which he might 
think the very things to talk about, he 
would not decide what subject to dis- 
cuss or how far to go until he had the 
advice of the council. He said he might 
think one thing was proper to dis- 
cuss while the council had an idea that 
another matter should have attention. 
He is going to work with the council 
in the matter of discussing questions 
before the various minor associations 
of the country. 

That does not mean, of course, that 
Mr. Thorp will not use his own ideas. 
He is a man of recognized ability and 
will have a hundred things to suggest 
at various times. It means that Mr. 
Thorp will stick to the “fourteen 
points” which will outline what the 
association hopes to accomplish. At 
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Sold Out! 


|? was said of some of the Chicago 
White Sox! If true, they 
wasted their reputation and 
brought disrepute to our great 
national sport; and how useless! 


Because the Cincinnati Reds 
WOULD HAVE WON. 


They had been in training many years. 


They had back of them the accumulated con- 
fidence and conservatism of Cincinnati. 


They were inspired by the combined hope of 
Cincinnati. 

They were encouraged by the deep-flowing 
enthusiasm that has made almost every institu- 
tion, private and public, in Cincinnati great— 
her municipal university, her art museums, her 
schools of music, her great banks, her great 
manufacturing industries and especially her 
great life insurance institutions. 


The Ohio National Life Insurance Company 


is peculiarly the beneficiary of this splendid environment. 
Corres pondence as to territory and contracts solicited. 
ALBERT BETTINGER, President T. W. APPLEBY, Secretary 
CINCINNATI, U.S. A. 
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The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey 
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1867 1920 


The 


Equitable Life Insurance Company 
OF IOWA 





JULY 1, 1920 
$237,665,071.48 of Insurance in force 


An Increase of over Thirty-one Millions in six Months 





FOR INFORMATION, ADDRESS 


Home Office - - 


Des Moines, Ia. 
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“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “‘Easy Lessons in Life Insurance,”’ a text and review book with quiz supplement. $1.00. The 
National Underwriter Company, 1362 Insurance Exchange Chicago 








least it means his major, efforts will 
be directed along the lines of carry- 
ing out the platform provisions of the 
organization. 


Council Meets Nov. 19 


| President Thorp will meet with the 
national executive council in Chicago, 
Nov. 19, for the purpose of getting bet- 
ter in touch with the general situation. 
He will attend the Life Presidents’ 
meetings in New York, Dec. 9. 

Right now the newly elected presi- 
| dent is busy arranging his program of 
| activities, studying reports, and bend- 
ing his efforts to make the coming year 
| one of the most interesting, instructive, 
| Prosperous and beneficial in the his- 
| 


tory of the organizatiog which he 
heads. He expects to carry a message 
worth while to every minor organiza- 
tion affiliated with the National Asso- 
ciation during the year. 


REVIEW 75 YEARS OF 
U. S. LIFE INSURANCE 


(CONTINUED FROM PAGE 2) 
tenets of self-denial, thrift and pre- 
paredness for the exigencies of later 
years. As American life insurance has 
developed, its relation and obligation 
to the public have been twofold—family 
protection and safety through under- 
writing and national development 
through its investment operations. 
Geographically these twin benefits have 
been widespread, every section of the 
country, however remote, having its 
share. 

“The proceedings of the convention, 
colored necessarily with the pride of 
accomplishment, will embrace sugges- 
tions and recommendations to increase 
the scope of service, extend forms of 
contribution to national supremacy al- 
ready undertaken, and project a discus- 
sion of economic problems pertinent to 
life insurance and governmental ad- 
ministration alike.” 











Ruling on Change of Occupation 


A change in occupation does not re- 
lease an insurance company from the 
payment of death claims when the 
death came from causes entirely un- 
related to the occupation. This was the 
order of the Kansas supreme court in 
the suit of S. J. Howard, guardian, 
against the Woodmen of the World. 
R. J. McDowell held a policy in this 
company. It was written while he was 
working as a common laborer. Later 
he went to work with an electric power 
company. The policy contained a pro- 
vision that if he changed his occupa- 
tion to a more hazardous one that he 
must pay an additional premium. Off- 
cers of the local lodge knew of his 
change and did not attempt to collect 
the extra premium. McDowell died 
from natural causes. The society re- 
fused to pay the claim because of the 
rule regarding the change of occupa- 
tion not being fully obeyed. The su- 
preme court held that the rule did not 
apply in this case at all because the 
death had no direct relation to the 
occupation. 





One Bomb Victim Insured 


Among the victims in the recent Wall 
Street disaster was John A. Donohue, an 
expert accountant in the employ of J. P. 
Morgan & Co. He was on his way to 
lunch when the explosion occurred and 
was mortally injured by flying pieces of 


the bomb, dying a day later. Mr. Don- 
ahue carried $35,000 of insurance with 
the Home Life, $25,000 of which was 
taken out about a year ago. The addi- 
tional indemnity was upon an income 
form, and but one premium had been 


paid thereupon at the time of Mr. Dona- 
hue’s tragic death. 





Increase in Policy Loans 


Life companies in Hartford report 
that the tightness in the money mar- 
ket is resulting in a marked increase in 
policy loans. 





NEW FRATERNAL BILL 


PROVIDES ADEQUATE RATES 


Measure Adopted by Fraternal Con- 
gress Also Covers Segregation 
of Reserve Funds 


The following is the proposed bill 
adopted at the recent meeting of the 
National Fraternal Congress, providing 
for adequate rates and the segregation 
of reserve funds into classes for the 
exclusive benefit of those who con- 
tributed them. These are the two out- 
standing issues in the fraternal field. 

A BILL 
Providing Minimum Rates of Contribu- 
tion on Certificates Issued After Janu- 
ary 1, 1922, and Segregation of Re- 
quired Accumulations on Such Cer- 
tificates, Approved by the Executive 

Committee and Presidents’ Section of 

National Fraternal Congress of Amer- 

ica at Meetings Held in Chicago, 

February 23-6, 1920 
(Title and enacting clause to be in ac- 

cordance with the legislative 
practice in each State.) 

“Section 1. No fraternal benefit so- 
ciety, domestic or foreign, from and afte: 
the first day of January, 1922,* shall 
issue certificate of membership, or be 
licensed to transact business in this 
State, which does not show in its certi- 
ficates issued subsequently to the first 
day of January, 1922,* or in its consti- 
tution and laws, that it is charging and 
collecting rates of contribution not lower 
than rates derived from the Nattonal 
Fraternal Congress Table of Mortality. 
as adopted by the National Fraternal 
Congress, August 23, 1899, and with in- 
terest assumption not higher than four 
per centum per annum; or, at the option 
of the society, any higher mortality table 
or lower interest rate may be employed; 











or at its option, it may use contribution 
rates derived from a table based upon 
the society’s own mortality experience 
of at least twenty years and covering 
not less than one hundred thousand in- 
sured lives, with interest assumption 
not higher than four per centum per 
annum; provided that, where combined 
contributions are used by any society 
for both death and permanent total dis- 
ability benefits, the rates of contribution 
must be derived from tables based upon 
reliable combined mortality and  per- 
manent total disability experience, and 
in such case, separation of the mortuary 
funds 


and permanent total disability c 
shall not be required. Nothing herein 


contained, nor contained in the laws of 
this State regulating fraternal benefit 
societies, shall be construed or operate 
to prevent provisions being incorporated 
in certificates of membership, or in the 
constitution and laws of such fraternal 
benefit societies, whereby regular benefit 
contributions and protection are limited 
to designated periods or whereby contri- 
butions are limited to designated pe- 
riods; or whereby the rate of contribu- 
tion is to remain level for a less term 
of years than the duration of the promise 
to pay benefits; or whereby the rate of 
contribution is level for a less term of 
years than the possible duration of the 
contract, if such contract provides for a 
definite and stated rate of contribution 
beginning at a fixed date or dates sub- 
sequently to the date of the certificate of 
membership and contemporary with the 
date or dates at which the preceding 
rates of contribution terminate. 
Keep Accumulation Separate 

2. Every such fraternal 
benefit society on certificates of mem- 
ship issued subsequently to January 1, 
1922,* shall maintain the accumulation 
required by the standards of mortality 
and interest employed for computing 
rates of contribution, and the said re- 
quired accumulation and necessary ac- 
cretions thereon shall be kept separate 
and independent of the other funds of 
the society and shall not be liable for, 
nor used for, the payment of the debts 
or obligations of the society other than 
those incurred on account of the certi- 
ficates for the integrity of which such 
accumulation is maintained, provided, 
that any such society may employ mor- 
tality and interest assumptions which 
will produce redundant contribution 
rates in excess of the tabular rates ne- 
cessary to provide for the accumulation 
required to maintain the integrity of the 
adequate rate certificate as determined 
by valuation on any standard of mortal- 
ity and interest authorized in Section one 
of this act, when such authorized stand- 
ard of mortality and interest assump- 
tions is not more favorable than the 
average actual experience of the society 
during the last five years preceding the 
annual valuation for the determination 
of said required accumulation and pro- 
vided that any such society may make 
additions to its adequate tabular rates 
of contribution and providéd further that 
any such society may, at its election, use 
the present value of the redundant or 
excess or additions or increases over the 
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net tabular rates to provide for claims 
and required accumulation for the pur- 
pose of increasing the present value of 
the rates of members with deficient con- 
tributions, such increase not to exceed 
the degree of technical or valuation 
solvency. 

“Any society that has issued certifi- 
eates before January 1, 1922,* and prior 
to the passage of this act, on which it 
is charging and collecting rates of con- 
tribution not lower than the rates re- 
quired in Section one hereof, likewise 
may segregate the accumulation § re- 
quired to be maintained on such cer- 
tificates provided, there also is a segra- 
gation of the accumulation required on 
all certificates issued after the passage 
of this act. 


Valuation to Be Made 


“The separation and segregation of 
required accumulation for certificates on 
adequate rates of contribution as herein 
provided shall continue to be made until 
the society can show that it is creating 
and maintaining the accumulation re- 
quired on its certificates taken as a 
whole, as determined by valuation made 
in accord with provisions and standards 
of valuation applicable under the laws 
of this State. 

“The provisions for the segregation 
of required accumulation, hereinbefore 
set forth, shall not be construed so as 
to require a segregation of the certifi- 
eates issued prior to January 1, 1922,* 
nor as a classification of the general 
membership, nor the separation thereof 
into distinct societies or entities, nor 
shall prevent any such society from 
establishing common mortuary or benefit 
and common expense funds Any such 
fraternal benefit society, order or asso- 
ciation having an actual surplus over 
and above the amount necessary for pay- | 
ment of claims and for required accumu- 
lation may use such surplus as may be 
prescribed and in the manner provided 
in its constitution and laws, or by its 
governing authority, anything in the 
laws of this State regulating fraternal 
benefit societies, orders or associations 
to the contrary notwithstanding. 

“Sec. 3. The term ‘required accumula- 
tion,’ as used in this act, shal! be con- 
strued to mean the excess of the pres- 
ent value of the promised benefits over 
the present value of the future net con- 
tributions. 

“Section 4. All acts, and parts of acts 
inconsistent with this act, are hereby 
repealed.” 


Total Abstinence 
Mortality Experience 


The Peoria Life has had a total ab- 
stinence class among its policyholders 
for the last eight years. On account 
of the influenza, the mortality for 1918 
was heavier in the total abstinence de- 
partment than in the general class. The 
mortality for the entire period, however, 
shows a marked difference in favor of 
the total abstinence class. The com- 
pany allows the policyholders in the 
total abstinence class an extra dividend 
of 5 percent of the cost of the insurance 
on all business except term insurance, 
where it allows an extra dividend of 
2% percent of the cost. The mortality 
experience is: 


Total General 
Year Abstainers Class 
ess 440600408860 9.3 66.5 
EE 23.1 55.1 
ST rer 24.9 31.7 
a eee 21.6 42.5 
See 31.0 17.3 
Tiitacseetnaneeses 30.9 31.1 
a ee 95.7 75.6 
a asteeediedewee 53.4 61.4 


Entertain Virginia Agents 


Garland & Martin, Virginia general 





agents for the Pacific Mutual, enter- 
tain the field men at a banquet in Rich- | 
mond the evening of Oct. 6 in honor of | 
a visit from several high officials of the 
company from the home office. It was 
announced that $430,000 of new busi- | 
ness had been written since Oct. 1. |} 
The visiting officials were Dr. W. W. | 
Beckett, vice-president and medical di- | 
rector; R. J. Mier, vice-president and | 
head of the accident department, and | 
James L. Collins, field service depart- | 
ment. 

| 

] 
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Life Agency Notes 


Brady & Savage have been made gen- 
eral agents of the Continental Assur- 
ance at Saginaw, Mich. 


T. E. Hayden, who resigned last month 
as Indiana special agent of the Western 
Assurance and British America, to return 
to his old home, Bowling Green, Ky., to 
enter the oil business, has taken an 
agency of the Aetna Life. He has a wide 
acquaintance in that locality and should 
make a success of his new connection. 











YOUR TERRITORY 


—Can You Work All of It? 





Suppose the square to the left represents your terri- 
tory, and that 100,000 people of insurable age 
reside in it. 














Then suppose that 50% are women. Unless you 
can write women, it would be as though your 
territory were cut in half. Lincoln Life Agents 
can write women at the same rates as men. 


































































































And again, suppose that 10% of the people in your 
territory are overweight or have some slight 
physical impairments. Your territory would be 
still further cut down unless you could write such 
risks. Lincoln Life Agents can write many 
of them. 




























































































Then again, if another 5% of these people were 
engaged in such occupations as railroading, 
mining, electrical work, etc. It would be the 
same as though another slice had been taken off 
your territory, unless you could write such risks. 

























































































Lincoln Life Agents can write them. 











You Can Work in 
7 sir Tor + Territory 


The 
Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


LINCOLN LIFE BUILDING FORT WAYNE, INDIANA 
NOW MORE THAN $148,000,000 IN FORCE 
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Handling the National Convention 


L. Brackett Bisnor of Chicago, man- 


ager of the Massacuusetts MuTUAL 
Lire, who is very active in the work of 
the life underwriters association, being 


an ex-president of the Chicago and the 
National associations brings out a point 
that must be considered in the handling 
of the big National convention. 

A few years ago any medium 
with a good hotel could handle the dele- 
gates and visitors without much difficulty. 
The expense of entertainment was mod- 
erate. Now the national convention 
brings hundreds of people to a city. The 
hotel facilities, even in the larger points, 
inadequate to meet the natural de- 
mands. There hotels that have 
an audience room that is large enough 
for the An auditorium to 
meet the needs may be located blocks 
away from the official hotel headquarters. 

Furthermore, the expense of entertain- 
ment falling on the local fraternity is 
very heavy. If the general agents and 
local companies are called upon to 
shoulder a $10,000 burden or even more, 
it is asking too much. 

In our opinion it is time thatthe Na- 


sized city 


are 
are few 


convention. 


tional association assumed entire charge 
of the convention, both the entertainment, 
program and general arrangements. The 
cities capable of entertaining the national 
convention are becoming fewer and 
fewer. 
local people is so great that even in these 
cities the official invitation will probably 
be lacking. The National association, 
therefore, if it desires entertainment, 
should arrange to charge a registration 
fee or have each person participating in 
any form of entertainment, pay his share. 
The hiring of automobiles to take the 
people of the convention around a city 
involves in itself a big expense. The local 
association of course, will be called upon 
to take care of the strictly local end of 
the convention. This should call for a 
minimum of expense. 

There should be no attempt, as Mr. 
BisHop suggests to restrict or cut down 
attendance at national meetings. 
They are most valuable. However, they 
have grown to that point, where it is time 
the National association assume entire 
charge of the whole convention and all 
its phases. 


these 


Selling Larger Policies to Farmers 


Lire insurance men who are working 
in the rural districts are selling larger 
policies to farmers. The farmer who 
carried $3,000 life insurance a few years 
ago felt that he had a comfortable sum. 
The farmers, however, have come into 
their own in recent years, have become 
much more prosperous, have gotten larger 
prices for their products, have become 
more liberal-minded, are in closer touch 
with the activities of the times because 
of the improvements in the way of tele- 
phone service, rural free delivery, auto- 
community service activities and 
Many farmers in the various com- 


mobiles, 
so on. 


munities are now carrying $10,000 or 
000 life insurance and perhaps more. The 
$25,000 farmer case is not unusual at all. 

The farmer is attracted to life insur- 
ance for about the same reason that the 
man in the city is. He feels his responsi- 
bility as head of the household as husband 
and as father. He wants to see his chil- 
dren educated and desires to see his de- 
pendents properly protected when he is 
gone. He does not want a mortgage hang- 
ing over his folks if he is called to go 
sunset hills. There is big 
today among the 


25,- 


beyond the 
field for 
farmers. 


business 


Life Insurance and Investments 


Tue value of life insurance from the 
investment standpoint, with its absolute 
security and certainty of return, which 
has been pointed out by many com- 
panies and agents in connection with 
the Ponzi case in Boston, is empha- 
sized more strongly than ever by the 
recent statement of CuHartes J. ANpRE, 
secretary of the NATIONAL ASSOCIATION 
or SeEcurITIES COMMISSIONERS, to the 
effect that the annual loss to the Ameri- 
can public through the purchase of 
fraudulent securities is estimated at 
$500,000,000. Mr. ANpRE says that about 


10 percent of the stock offered to the 
public is worthless. 


Roy B. Oscoop of 


president of the INVESTMENT 
ASSOCIATION OF AMERICA, puts 
but even his 
of the stocks 
startling com- 
which 


Chicago, 
BANKERS’ 
the figure a little lower, 
that 5 percent 
bad offers a 

on the danger 


estimate 
sold are 


mentary besets 


the investor who puts his money in| 


stocks with which he is not familiar. 

Contrast with this the perfect feeling 
of safety which may be enjoyed by the 
man who puts his money in life insur- 
ance, and the further knowledge that he 
is purchasing protection for himself and 
his family as well as putting his money 
where there is no chance of loss 
through bad investments. 





The big burden required of the | 





| meeting Oct. 4. 
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Thomas L. Neal, second vice-presi- 
dent and agency manager of the Cen- 
tral States Life of Crawfordsville, Ind., 
was elected to the office of grand chan- 
cellor of the order of Knights of 
Pythias, which places him at the head 
of that order in Indiana. Its member- 
ship in Indiana is close to 70,000. 

President A. C. Bigger of the Ameri- 
can Life Reinsurance of Dallas, Tex., 
had a pleasant surprise sprung on him 
during the week. Mr. Bigger attended 
the meeting of the American Life Con- 
vention at Kansas City and following 
that meeting he visited a number of 
home offices. The home office staff de- 
cided to spring a surprise on him. Sec- 
retary Fred D. Strudell sent a letter 
to a number of companies notifying 
them that Mr. Bigger’s birthday oc- 
curred on Oct. 6 and suggested that it 
would be a recognition of Mr. Bigger’s 
enterprise to remember him with a few 
complimentary reinsurance applications. 
Applications marked “Bigger day” fol- 
lowed the receipt of this letter and 
reached the total of $548,620 during the 
week. Mr. Bigger enjoys the friendship 
of many home office people and this 


| 





recognition of his high standing is most | 


gratifying to him and his company. 

A novel method of stimulating pro- 
duction has been adopted by George L. 
Hunt, general agent of the Phoenix 
Mutual Life at Cleveland. Mr. Hunt 
has installed upon the desk of each 
member of the staff a vase. The so- 
licitor to obtain his first application of 
the week is rewarded by finding a white 
flower in the vase before the day is 
over. For coh additional application 
a red flower is placed beside the white. 
And if the solicitor lands a $25,000 ap- 
plication, a_ bunch of roses, to take 
home to wife or sweetheart, is waiting 
for him at the close of the day. Of 
course the vase remains empty until the 
first application is forthcoming. 

“The plan is in operation hardly long 
enough to note just what effect this will 
have on the production of new busi- 
ness,” says Mr. Hunt, “but already we 
fiotice a pleasing spirit of rivalry for 
the first flower and for the roses, too. 
It is an inexpensive method of cheering 
the staff, and it certainly helps to make 
the office more attractive as well.” 

Rupert F, Fry, president of the Old 
Line Life of Milwaukee, was unani- 
mously re-elected president of the Op- 
timist club of Milwaukee at the annual 
Mr. Fry is a charter 
member of the organization, which was 
formed as the result of a suggestion 
which he made to a group of prominent 
husiness and professional men about 
three years ago. The membership meets 
every Monday at luncheon to discuss 


| matters of civic improvement and com- 


| for 50 years. 


mercial advancement of the city of 


Milwaukee. 

John H. Nolan of Chicago, who has 
had a phenomenal record as an insur- 
ance agent, was the object of a cele- 
bration by the Travelers last week, hav- 
ing been in the service of the company 
For a long period he was 


| the largest individual producer of life 





insurance in the United States. In 
recognition of his long service and re- 
markable loyalty—for he has _ never 
placed a policy in any other company 
than the Travelers in all his long 
career—the officers and directors of 
the company gave a dinner in his honor 
Friday evening at the Farmington 
Country Club and presented Mr. Nolan 
with a magnificent solid gold loving 
cup. 

When Mr. Nolan started for Chicago 
in 1870 to take the Travelers agency, 
L. F. Butler, now president of the com- 
pany, had not been born. At the very 
start he bought Travelers stock, and 
now, in addition to being one of the 











JOHN H. NOLAN 


biggest agents in the country, he is one 


of the largest stockholders of the 
Travelers. 

President Butler said, speaking of 
Mr. Nolan’s wonderful selection of 
risks: “It was wonderful how he was 
able to hand a life policy to a man 
and guarantee him a long life.” 

Charles W. Scovel, associate man- 


ager of the Northwestern Mutual Life 
at Pittsburgh, was the main speaker 
at the agency convention of the James 
S. Cowan general agency of the North- 
western Mutual Life held in Bloom- 
ington, IIl., last week. 

W. A. Lindly, consulting actuary of 
the Security Mutual Life of Lincoln, 
Neb., and the founder of the company, 
was 74 years of age Oct. 3. The month 
and the day also mark the anniversary 
of the Security Mutual, this year being 
its twenty-fifth, In honor of Mr. 
Lindly, the Security Mutual Life agents 
are making a_ special effort during 
October. Mr. Lindly, by the way, was 
the organzer of the Bankers Life of 
Lincoln in 1887. He is a former presi- 
dent of the American Life Convention 
and is a faithful attendant of its meet- 
ings. 

“Doc” White, the famous White Sox 
southpaw of the halcyon days, is now 
going to become a southpaw applica- 
tion writer for the Bankers Life of 
Iowa. He has signed a contract with 
R. M. Waldron, agency manager at 
Washington, D. C. Mr. Waldron says 
that his real name is S. Harris White 
and that he was, at one time, a team- 
mate of Sam Edmonston, already one 
of the leading producers in the Wash- 
ington, D. C., agency. In further com- 
ment, Mr. Waldron writes as follows: 

“Mr. White is attracted to the life 
insurance business and to the Bankers 
Life because of the great work being 


done by life insurance. He is follow- 
ing the footsteps of Fred Tenny 
Christy Mathewson and other great 


stars who have taken up the life in- 
surance business following their re- 
tirement from the game.” 

Dr. Carl G. Winter, president of the 
Public Savings of Indianapolis, has 
been elected president of the Optimists’ 
Club in that city. 

Frank J. Haight, consulting actuary 
of Indianapolis, was presented, on Sept. 
28, with a beautiful gold watch by his 


business associates, the occasion being 
his birthday. 
The Louisville “Times” publishes 


each day a questionnaire submitted to 
some prominent man. The other day 't 
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OVER $48,000,000.00 INSURANCE IN FORCE 


You Are Working for Commissions. Sell Policies 
Providing Real Protection 


If totally disabled, the company waives payment of premiums and pays an income as long as total 
If accidentally killed the company pays family double the amount of insurance. 


WE PAY LIBERALLY FOR BUSINESS 


For Agency in Minnesota, North or South Dakota, write to H. J. C. HIRSCHMANN, Manager, 408-409 Essex Building, Minneapolis, Minnesota 


For District General Agency in other States, address 


Reserve Loan Life Insurance Company 


INDIANAPOLIS, INDIANA 
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selected President James R. Duffin of 
the Inter-Southern Life. It was as 
follows: 

Your full name? 

James Richard Duffin 

Have you ever had a nickname? 

Three pet names, “J. RR." “Diek,” “Jim 
Dick,” chronologically applied in reverse 
of order named, 


What was your favorite sport when 
you were a boy? 

Hunting on horseback for deer and 
fox 

What athletics did you engage or ex- 
cel in when you were a boy? 

Wrestling 

How did you happen to meet your 
wife and where did you meet her? 

Have known her ever since she was 
a baby. 

What is your hobby today? 

Constructive work in order to help 
othera 

What was your ambition when you 
were a boy’? 

To be a constructive lawyer 

What event in your life caused you 


to choose your present profession? 

Marly association with my father. 

If you had your life to live over what 
profession would you choose? 

Just what I did, except that would 
avoid ten years of partisan political ac- 
tivity which was a loss of time and en- 
erey and a few good friends without 
any fault of mine 

What would you do with a million 
dollars if you had it to give away? 

I would establish an institution to 
educate men of all ages in the indus- 
tries they were undertaking to bufld and 
conduct in our city. If | had more money 
I would extend these activities by means 
of institutions to the old infirm, poor 
and crippled, 


Changes Extended Insurance Basis 


Superintendent Travis of Kansas has 
sent an order to all life companies doing 
business in the state changing the basis 
of settlements of extended insurance, He 
says the practice with many companies 
been that the amount of insurance 
under extensions was reduced, The de- 
partment has ruled that the term and not 
the amount should be reduced, on the 
ground that the practice is unfair, 


has 





THE NATIONAL 
SECURITY MUTUAL MEETING 


Nebraska Company Holds Successful 
Agency Convention at Home 
Office in Lincoln 


The Security Mutual Life held its 
annual convention in the home office 
of the company at Lincoln, Neb., Sept. 
24-25. Representatives attended from 
the seven states in which the company 
operates. 

The session opened with a welcome 
by President E. B. Stephenson, and 
talks on cooperation by Assistant Sec- 
retary M. A. Hyde, Dr. H. B. Miller, 
medical director, and Actuary A. G. 
Gabriel. On completion of the talks by 
the officers of the company, the meet- 
ing was turned over to the agents. 
President Stephenson made it clear in 
his talk that this convention was for 
the agents and was to be in their 
hands to direct for their benefit. C. E. 
Reilly, special agent from the home of- 
fice, was unanimously elected chairman 


and Oak FE. Davis, Nebraska, was 
chosen secretary. 

At a luncheon Rev. W. T. Elmore 
gave a very interesting talk on the 


value of life insurance as he witnessed 
it as a minister of the gospel. He re 
lated a number of instances he had 
personally known of families blessed 
by life insurance, and of others which 
would have been relieved from the 
gaunt figure of want if only life in 
surance had been carried, The afternoon 
was devoted to careful reading and 
discussion of the new policies the com 
pany is issuing. 

All of Saturday morning: was de- 
voted to selling talks. Frank Richards, 
Nebraska, gave a very interesting talk 
on “How to Approach a Farmer.” 
James J. Huey, Kansas, gave a great 
sales demonstration in his effort. to 
place a policy with Oak Davis of Ne 





braska. Mr. Huey held Mr. Davis’ at- 
tention throughout his talk by simply | 
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talking life insurance. It was not until 
the end that the applicant knew what 
kind of a policy he was buying, or 
with what company. Although he an- 
swered every objection made by Mr. 
Davis, he never antagonized his pros- 
pect. His method was to agree and 
then gradually convince this prospect 
as to the soundness of his argument. 

Mr. Wardin, state manager of lowa, 
said that in his opinion the most im 
portant element in salesmanship was 
honesty of purpose. He said that went 
to the root of the matter. A life in- 
surance agent owed something to his 
calling. If he is slack in his efforts, 
valuing his time lightly and putting 
off the doing of his work, he is not 
honest to himself, his company and to 
possible policy holders whose families 
need insurance, and whom he would 
sell if he called upon them. 


Life Insurance Used 
to Wipe Out Debt of 
Philadelphia Church 


HE practical availability of life in- 

surance as a convenient means of 
providing for the extinguishing of in- 
debtedness was demonstrated by the 
successful consummation in than 
the contemplated period of the plan 
adopted by the congregation of the 
Hancock Memorial Church in Phila- 
delphia to free the property from a 
mortgage debt of $12,000 in 15 years. 
“In 1907, twelve members of the con- 
gregation obtained from the Fidelity 
Mutual Life 15-vear endowment policies 
of $1,000 each, in which the Hancock 
Memorial Church was the designated 
beneficiary and the annual premium 
payments were met by the congrega- 
tion. By permitting the dividends to 
accumulate, the policies matured two 
years earlier than the prescribed 
period. The principal 
twelve policies became available last 
week, whereupon the mortgage debt 
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of $12,000 was cancelled, followed by 
jubilation services. 

Churches free of incumbrance are 
extremely rare and opportunities abound 
for insurance men to create prospects 
by giving attention to acquainting 
trustees or communicants with the easy 
manner in which the church can in a 
definite period be rid of its indebted 
ness by utilizing the endowment policy 
plan. In some cases, a sufficient num- 
ber of benevolently inclined members 
can be found who would assume the 
premium obligations upon endowment 
contracts maturing in 10, 15 or 20 years, 
issued to them for the express put 
pose of being applied at maturity to 
the cancellation of the church debt. 
In the event of any of the insured dying 
previous to the expiration of the endow 
ment term, the insurance money derived 
from such policies could be placed at 
interest for the benefit of the church 
until the other endowments mature. 


Commonwealth Life Convention 


Nearly 100 agents of the Common- 
wealth Life in Kentucky, South Caro- 
lina and Alabama gathered in Louis- 
ville last week for a two-day conven- 
tion. Col. J. D. Powers, president of 
the company, and Judge Matt 
O’Doherty were the princjpal speakers 
at the business session, 

At the banquet at the close of the 
meeting the speakers included M. C. 
Alford, Louisville city manager; D. G. 
Roach, field manager; I. Smith 
Homans, actuary; Darwin W. Johnson, 
secretary; Caldwell Norton, vice-presi- 
dent; Powhatan Wooldridge and Homer 
W. Batson. 


John lL. Martin of Waukesha, Wis., has 
been appointed a special agent of the 
New York Life, with Waukesha county 


Mr. Martin for 15 years was 
a traveling representative of a Chicago 
wholesale house in Wisconsin, eastern 
Minnesota and northern Michigan terri- 
tory. 


as his field. 
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two factors: 


Home Office 


The goods offered, 
The ability employed. 


prestige of the Company along these lines. 


ALLAN WATERS, Second Vice President 


The Union Central Life Insurance Company 
JESSE R. CLARK, President 


For further information address 


Success! The individual's success in satisfying the un- 


precedented demand for Life Insurance may be attributed to 


T= agent's ability is rewarded to the fullest extent only when he can 
assure maximum service under a liberal policy at a low net cost and 
supported by a Company of commanding character and financial standing. 


L Peon CENTRAL AGENTS are enjoying an advantage due to the 
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| LIFE AGENCY CHANGES. 











Schwencker in Charge 


M. B. Schwencker of Phoenix, Ariz., 
has been placed in charge of the 
Southwestern Agency of the Pacific 
Mutual Life. He recently purchased 
the W. T. Barr Agency of Phoenix 
and has added all Arizona to his terri- 
tory. In addition, he has New Mexico 
and 19 counties in southwestern Texas 
where El Paso is located. The agency 
will be known as the Southwestern 
Agency and will have general offices at 
Albuquerque, N. M.; Phoenix, Ariz., 
and El Paso, Tex. P. D. McLaurin, 
agency organizer, will also be located 
at Phoenix. W. T. Barr will continue 
with the Pacific Mutual at Phoenix 
with the title of associate general 
agent. A. E. Bruce, formerly cashier, 
will now be known as assistant general 
agent and will have charge of the office 
at Albuquerque. H. W. Schroeder, 
associate general agent, will be in 
charge at El Paso. Mr. McLaurin, the 
agency organizer, graduated from Uni- 
versity of Nashville in 1904 and spent 
some years in educational work in Ari- 
zona. He went with the New York 
Life in Arizona in 1909 and in 1912 
was made agency organizer for that 
company in New Mexico and Arizona. 





R. M. Jackson 


The Northwestern National Life of 
Minneapolis is now represented in Chi- 





cago by R. M. Jackson, who was re- 
cently appointed general agent for | 
northern Illinois. Mr, Jackson is not | 
an insurance man, but he has had a | 
wide experience in the selling and or- | 
ganization work of large business in- 
terests. 

His territory includes all of northern 
Illinois, but he also has an option on 
the southern part of the state. Mr. 
Jackson says that his company is in 
the field for some sub-standard busi- 
ness. About one-third of his produc- 
tion will be sub-standard risks, but the 
other two-thirds will have to come up 
to standard requirements. An experi- 
enced life insurance underwriter prob- 
ably will be named as associate manager 
to assist Mr. Jackson in the con- 
duct of the agency. His office is lo- 
cated in the Association building, 
Chicago. 








L. P. Livengood 


L. P. Livengood has been appointed 
manager of the Minnesota Mutual Life 
tor central and southern Illinois, with 
headquarters at Danville. He was for- 
merly with the Minnesota Mutual and 
then entered the war. At the termina- 
tion of the war Mr. Livengood entered 
the service of the Equitable Life of 
lowa, first at the home office and later 
with the Toledo, O., general agency. 

W. A. Brock of Sedalia. Mo., has 
taken the general agency of the Min- 
nesota Mutual for northern Minnesota. 





Travelers’ Appointments 


H. B. Miller has been promoted from 
the position of special agent, life and 
accident departments, to the manager- 
ship of the same department in the Den- 
ver, Colo., branch office of the Travelers 

Joseph L. Day, who has been a special 
agent in the same departments at Port- 
land, Me., has been advanced to the man- 
agership in that city, succeeding Milton 
P. Hawkins, who was made a field as- 
sistant at the home office. 

The following have recently been ap- 
pointed special agents in the life and 
accident departments after completing a 
course of training in the field and in the 
school at the home office Walter L 
Reitz, Chicago; Ralph W. Horn Chicago: 
Charles B. Cannon, Duluth, Minn.; Fred 
lL. Madon, Jr.. Philadelphia; John W 
McGushin, Toledo, O.; Franklin Toops, 
Columbus, O.; D'Arcy A. Hallin, Cleve- 
land; George A. Downey, Indianapolis 


Frederic Brendel of East St. Louis, I1., 
has been appointed general agent for the 
Pacific Mutual Life in southern Illinois. 





~ Getting Close to the People 


Agents selling life insurance need to get the confidence of the people of their 
| respective communities. They must travel the straight course, be strictly 
honest and dependable, conscientious, well-informed and capable. 





In order to maintain this confidence, life men must have back of them companies 
that are trustworthy. The policies sold must be clear and safe. The agent 
must not ever be placed in the position when he will have to apologize for 
his company. The reason the agents of the Peoples Life of Frankfort are able 
to establish themselves on the right basis in their fields is their character in the 
| first place and then, secondly, they represent a company that stands four square 
| and whose management appreciates the sacred stewardship of the funds en- 
trusted to it. 


Join the Peoples Life and be happy 





PEOPLES LIFE 


Insurance Company 
Frankfort, Ind. 


A. A. LAIRD, President E. O. BURGET, Secretary 


Operating in Illinois, Indiana 
| and Ohio 
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branch thus far in the year: A. Devine, | moted from an assistancy in the Ja- 
WITH INDUSTRIAL MEN St. Paul; H. A. Potter, Milwaukee No. 1; maica, Long Island, district. He went 
W. E, Raasch, Milwaukee No. 2. with the company in 1894 at Hoboken, 
Superintendent Adolf Chobotsky of | N. J 
New York No. 6, who recently under- 
went a serious operation, is now on the 
road to a full recovery. 

A business meeting and dinner was 
given to Superintendent John B. Myers 
> peep el ee P of the Chicago No. 5 district in honor of 
increase in insurance in force over 1919 his completion of 30 years of continuous 
Slat maces i ae pean os ig of the | service. The dinner, held at the La Salle 

eediimiinie: anen. “inemail So. — Hotel, was attended by E. D. Duffield, 

September was “President's Month” in | vice-president and associate general 
honor of President D. W. Place’s 70th counsel; E. C. Ehni, supervisor, and J. P. 


























Conservative Life News 
The Conservative Life of South Bend, 
Ind., reports that for the first nine 
months of 1920 it has exceeded the net 


LOCAL ASSO@IATIONS 











Jackson, Miss.—At the regular monthly 
meeting of the Jackson Association the 
feature of the program was an address 
by W. H. Stewart, vice-president of the 


Metropolitan Life, who is in charge of 





anniversary. Mackin, division manager, as well as all | the territory covered by eleven southern 
Agent G. W. Ward of the Marion, Ind., | Chicago superintendents and the entire | States. 

district, is promoted to the superintend- | Chicago No. 5 staff. | Mr. Stewart said that personally he 
ency at Elwood, Ind. Mr. Ward started was in favor of the elimination of part 





with this company as an agent Jan. 23, . ime an, ¢ F: > WwW ike > 
never having had any experience in the Prudential Men Promoted pga pet thy — pve 7. 
life insurance business before. Michael J. Burke, the new superin- | Mississippi. He said that the Kansas 
tendent of the, Prudential at Joliet, Ill., | agents qualification law might well be 
: is promoted from an assistancy' in| used as a pattern. 
Prudential News Chicago No. 3 office. He has been with Mr. Stewart in closing, took occasion 
Agents Victor E. Reynolds of Duluth | the Prudential for 11 years, beginning | to condemn in vigorous terms the repre- 
and Charles H. Kirchberger of Des | as an agent in Chicago No. 2. On June | hensible practice of rebating, which sev- 


Moines of the Prudential have been re- 22, 1914, he was promoted to assistant | eral members present assured him was 

cently advanced to assistant superinten- in the same district and later was trans- | fast vanishing. 

dents. ferred to Chicago No. 3. After Mr. Stewart’s address, the secre- 
The following assistant superinten- Another new superintendent of the | tary of the association, S. R. Whitten, 

dents are leaders in the territory com- | Prudential is William L. Reger, who | Jr., made a report on the replies he had 








prising Division “P” in the industrial becomes head of Brooklyn No. 3, pro- | received from a letter the last meeting 
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of the association had instructed him 
to address to all of the general agencies 
in Jackson. The purpose of this letter 
was to learn the names of all men carry- 
ing rate books but who are not regu- 
larly licensed agents. Mr. Whitten said 
| nearly all companies had replied. Twelve 
| names were divulged. In two cases the 
general agent did not know the men had 
rate books; in two more the general 
agents had failed through oversight to 
secure a renewal of license for the men 
in question, and in three or four others, 
the men had formerly done soliciting, 
and while not now active, still retained 
their rate books, which the general 
agencies promised to take up. 
e & © 

Dallas, Tex.—A special meeting of the 
North Texas Association will be held at 
the State Fair of Texas this week (Oct. 
16). This special meeting is being held 
in honor of Orville Thorp, state manager 
for the Kansas City Life, who was re- 
cently elected president of the National 
Association of Life Underwriters. James 
B. Harris said he expected fully 400 
members of the association to attend the 
special meeting. No special program has 
been prepared for the occasion. There 
will be an all-round discussion of the 
work of the organization, some talks on 
plans for the coming year and a few 
addresses complimentary to Mr. Thorp, 
who will be invited to “say a few words,” 
and it is expected these “few words” 
may tell of something the National As- 
sociation expects to accomplish as well 
as some suggestions as to what the local 
organization could do to boost the insur- 
ance game in Texas. 

* * * 

Kansas City, Mo.—The Kansas City 
Association, at the annual meeting Mon- 
day, elected officers as follows: L. lL. 
Adams Metropolitan Life, president; J. 
R. Farney, Bankers Reserve Life, first 
vice-president; William Hughes, New 
York Life, second vice-president; How- 
ard Tufts, New England Mutual Life, 
secretary-treasurer. 

The association held a golf tourna- 
ment Oct. 5, with many prizes of widely 
varying values. The performances of 
entrants are said to have varied widely 
also—but whatever the luck of the game 
on that day may have done to shed 
glory where it would not have rested 
other days—the winners of the chief 
prizes were J. P. Somerville, Charles 
Fawcett, W. T. Grant, C. R. Mathews 
and C. H. Poindexter. There were about 
60 men and women, life agents and 
members of their families, who partici- 
pated in the field day events, which in- 
cluded refreshments and dancing at the 
Blue Hills Country Club. 

* * * 

Oklahoma City, Okla.—In a discussion 
at the weekly luncheon of the Okla- 
homa Association, led by M. V. Morgan, 
secretary of the American National Life 
of Galveston, it was brought out that 
more persons are investing in life insur- 
ance now than ever before. The opinion 
expressed was that price decline and the 
general unsettled business conditions 
are not affecting the life insurance busi- 
ness to any perceptible degree. These 
same conditions, it was argued, were in- 
ducing the people to put their money 
into insurance even in preference to 
buying homes, automobiles, or other in- 
vestments. The fact that rates on life 
insurance have remained practically the 
same since 1901 has aided in extending 
the business of life insurance, it was 
conceded, but it was also the consensus 
of opinion that just now it promises 
something more stable than other means 
of investment. 

* * * 

Chicago—The nominating committee of 
the Chicago Association consisting of 
H. C. Castor, E, C. Platter, H. C. McNamer 
and H. C. Coffeen has arranged the fol- 
lowing slate of officers: President, 
U. C. Upjohn, Penn Mutual; vice-presi- 
dent, Darby A. Day, Mutual Life; secre- 
tary-treasurer, Harry T. Wright, Equit- 
able of New York. For members of the 
executive committee to hold office for 
two years, J. H. Dingle, Massachusetts 
Mutual; H. Harper Moulton, Provident 
Life & Trust; Carl Joseph, Mutual Benefit, 
and Jens Smith, Pacific Mutual. E. J. 
Saltysek is recommended as a member of 
the executive committee to fill a one year 
vacancy. The holdover members of the 
executive committee for this year are 
H. C. Castor, Connecticut General; George 
Hoffman, Guardian of New York; Julius 
H. Meyer, New England Mutual, and 
O. D. Richardggn,, Berkshire. 


ee 
J. I. Lampréeht, of Cleveland, O 
National Refining Company head, who 
died recently, carried $250,000 business 
insurance, $100,000 of this being in one 





company. 
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Is Life Reieutiaa Paid to a Pinsinal ¥ 


Service Corporation Taxable as Income 


Under Federal Laws and Regulations ? 


BY JOHN 


writes to me as follows: 

understand that a personal 
service corporation is not, as such, sub- 
ject to income taxation at all, that it is 
viewed for the purpose of income taxa- 
tion like a partnership. I 
too, that life insurance paid to an in- 
dividual beneficiary is expressly ex- 
empt from taxation as income and that 
a surviving partner is such 
ficiary. I further understand that the 
federal regulations as to the income 
tax rule that life insurance paid to a 
corporation as beneficiary is taxable as 
if income earned by such corporation, 
while I know that you dispute the 
soundness of such ruling. Now, sup- 
pose the beneficiary be a personal serv- 
ice corporation, would the ruling in the 
federal regulations make taxable such 
insurance when paid as a claim as in- 
come by levy against the corporation?” 


A WELL-KNOWN life underwriter 
“"— 


Presents a New Question 


This seems to me a clear statement | 


of the law as now in operation and 
presents a specific question which I do 
not think has been considered. At the 
outset, I may say that in my opinion 
life insurance paid to a personal service 
corporation as beneficiary would not 
be taxed as income by levy against the 
corporation under the ruling of the 
federal regulations made as to insur- 
ance paid to a corporation generally as 
a beneficiary. I have repeatedly at- 
tempted to demonstrate that life insur- 
ance paid to a corporation as bene- 
ficiary is indemnity, in the nature of 
return or replacement of capital, that it 
is not named as income in the income 
sections of the federal revenue law; 
that, when predicated on indemnity in- 
surable interest 


| 


R. McFEE 


classed for the purpose of the income 
tax with partnerships, so, as in partner- 
ships, the profits of the business are 
distributed without being taxed and are 
taxed as income after distribution by 


| taxation against the individual income 


understand, | 


| cisely as a partnership is viewed. 
a bene- | 





in the life insured, it | 


may not be defined as income by con- | 


gress, because congress can only tax 


what is income and has not the power | 


of defining as income what is not so | 


defined by the general law. Income 
is some form of earning, from capital, 
from labor or service, or from business, 
the joinder of capital and labor or serv- 
ice. Life insurance is not an earning 
and is paid as a compensation based on 
insurable interest. It is not a profit nor 
even a benefaction, least of all a profit 
from a human death. Hence I insist 
that the regulations do not properly 
construe the statute and, if the con- 
trary be true, the statute is ultra vires. 

But the question put to me by my 
correspondent specifically calls for 
other reasons to justify the opinion I 
hold. 

Partnerships Not Taxed 


| 
The income tax sections of the fed- 


eral revenue law do not tax partner- 
ships as such and hence partnerships 
are not subject at all to the war and 
excess profit tax, which is the drastic 
feature of the income tax against cor- 
poration earnings. Personal service 
corporations are classed by the statute 
with partnerships for the purpose of the 
income tax. A surviving partner is an 
individual beneficiary when named as a 
beneficiary in a life insurance policy 
and as an individual beneficiary is ex- 
empt from income taxation against the 
life insurance proceeds paid to him by 
the express language of the statute. 

If, as such beneficiary, he and not 
the insured paid the premium without 
recharging to the insured, the proceeds 
of the policy if in excess of $40,000 
would not be included as to such ex- 
cess as if part of the insured’s estate 
for the purpose of increasing the fed- 
eral estate tax against such estate. 
Hence it would not be taxed at all, I 
submit, whatever the merits of my con- 
tention that it is not taxable under the 
law may be. 

As a personal service corporation is 





of those receiving the profits. In other 
words, a personal service corporation 
is viewed as to income taxation pre- 
It is 
not always easy to determine just what 
is a personal service corporation. Cer- 
tainly it is difficult to differentiate one 
from general corporations in advance 
of its actual income tax return. A per- 
sonal service corporation is a corpora- 
tion earning profits from the personal 
earnings of its stockholders rather than 
by merchandising or by trading in com- 


modities. The earnings of the busi- 
ness come mainly from the personal 


service of its stockholders who engage 
in the business. It is the nature of the 
business and the nature of the partici- 
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pation by personal service in it of the | 


stockholders that determine the defini- 
tion rather than the mere number of 


stockholders. It is not so much 


the | 


managerial or directing efforts of the | 


stockholders that determine the nature 
of the corporation, but the fact that 
the personal equipments and efforts of 
the stockholders mainly earn the in- 
come. This must be given otherwise 
than by managing direction. 
Question of Stock Ownership 

the 
usu- 
that 


In personal service corporations 
stockholders who earn the income 
ally own the entire business. Yet 
fact is not the determining factor alone, 
as some stock may be owned by per- 
sons not engaged in the business, just as 
special partners not engaged in the busi- 
ness may have an interest in a firm. The 
tax collector is instructed that where 
more than 20 percent of the stock is 
owned by persons not engaged in the 
business to regard the corporation as 
not prima facie, a personal service cor- 
poration. Still it is conceivable 
personal service corporation may con- 
tain a larger percentage of stockholders 
not engaged in the business. It is rather 


generally true that a personal service 
corporation is one earning its income 
not primarily from capital, yet capital 


may be needed and employed as an in- 
cident to the business. A personal serv- 
ice corporation, as I understand it, is 
never one engaged in trading or mer- 
chandising. It would include all forms 
of professional callings, such as engi- 
neering; it would cover all forms of 
mere commission business, such as auc- 
tioneers and brokers generally who do 
not themselves buy and sell or guaran- 


tee accounts. A corporation of life un- 
derwriters would be a personal service 


| corporation ordinarily. 


Trading Must Be Incidental 


There may be some trading and some 
merchandising, but it must be incidental 
to the business and not appreciably an 
income-earning reliance. Thus a corpor- 
ation of photographers might sell 
frames for pictures. But if an engineer- 
ing firm also engaged in contracting, 
certainly more than 50 per cent of the 
profits must come from the engineering 
work of the stockholders or the cor- 
poration would lose its personal service 
character. Otherwise the twofold busi- 
ness should be segregated. The same 
would be true of a corporation composed 
of architects. So the inclusion under the 
income tax law of public service corpor- 
ations with partnerships is not as in 


partnerships based on the nature of the 


that a | 





organization, but on the nature of busi- 


ness earnings. Many partnerships, of 
course, are engaged in merchandising 
and trading pursuits, they consist of 


merchants and traders. It may be true 
that such firms may emphasize personal 
service. So it is not the personal ele- 
ment of the service so much as the fact 
that the earnings come from such serv- 
ice mainly, rather than by increased effi- 
ciency due to such service, which con- 
trols in determining the existence of a 
personal service corporation. 

The exemption given the proceeds of 
life insurance paid to individual bene- 
ficiaries named in the policies under the 
income tax law is not predicated on the 
nature of the protection or indemnity 
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Ordinary Insurance 
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One Day to 
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For Further Particulars Write 





Marriage 


Home Office: 


Indianapolis, Indiana 


Public Savings Insurance Co. 


Indianapolis, Indiana 
Operating only in Indiana 


FFERS to all agents a big opportunity 
to add to their income by writing 
ordinary life insurance on children 
from age of 1 day to 15 years. 
issued in sums of $500 up to $2,500. 
is a chance to open new avenues and offer 
a larger family service. There are demands 
for children’s insurance on the ordinary plan. 


The Public Savings Insurance Company 
began business in 1910. 
intermediate and industrial insurance. It 
now has over $32,000,000 of life insurance 
in force in its home state, $18,000,000 of 
which is on children. 


No one has to introduce this company to 
people of Indiana. 
aggressive agency organization that is mak- 


Policies are 
Here 


It writes ordinary, 


It has a large and 


Carl G. Winter, President 
Charles W. Folz, Secretary 
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“‘A Company For The People’’ 


GRANGE 
LIFE INSURANCE 
COMPANY 


LANSING - MICHIGAN 








GENTS representing the Grange Life have a number 
of points in their favor. It is a strongly ballasted 
institution, so that it appeals to those who are wont 

to scrutinize financial statements carefully. Its invest- 
ments are chiefly in farm mortgages which yield a large re- 
turn. These securities are the safest and most lucrative 
for life companies. 


To the man in the city, the Grange Life has an appeal be- 


cause of its plain, clear and business like policies. They 


meet every personal and business demand. 


To the people in the agricultural sections, the Grange Life 
is regarded as their own particular company. Much of the 
capital stock is owned by farmers. They have been back 
of it from its inception. They are giving it strong sup- 
port. 


The backing of the people in the rural localities means 
much to the agents who are selling Grange Life insurance. 
They have tangible support wherever they go. They do 
not have to be introduced, because the people know all 
about the company. 


The Grange Life is admirably located in one of the wealthy 
and prosperous states of the Union. Michigan is alive 
with industry. It is a state of manifold resources. It is 
an ideal home office state and a wonderful field in which 
to operate. 








Capital Stock - $ 185,174.01 








Assets - - - - 732,113.43 
Surplus - - - 204,961.26 
Insurance in Force - $10,967 ,689.02 
N. P. HULL 
President 


C. H. BRAMBLE 


Secretary and Treasurer 


I. D. WALLINGTON 


Superintendent of Agents 








When You Think of Michigan You Always Think of 


THE GRANGE LIFE 


We have passed the 


HALF-BILLION MARK 


With over $530,000,000 of 
insurance now in force 


BANKERS LIFE COMPANY 


DES MOINES 


GEO. KUHNS, President 








AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, TEXAS 
W. L. MOODY, JR. : ; President 


FIFTEENTH ANNUAL STATEMENT 
December 31, 1919 
ASSETS LIABILITIES 


Real Estate Owned............. $ 884,324.41 Net Reserve American Experi- 
Mortgage Loans, First Liens.. 3,091,830.79 ence 3 and 3% per cent....... $5,743,808.08 
rg to Policyholders Special and Contingent Caperee 226,521.59 
on Company’s Policies........ 651,057.17 ag 1. —— in Process of Ad- 
NEE tts ionic Meatnpaaabdkdeetate 1,589, 468.02 III sis cise dentontien Gacsninnenivies 52,029.75 
Collateral Loans..............++. 32,600.00 All ~ * Liabilities peenscseceoes 100,120.13 
Certificates of Deposit.......... 46,679.22 Capital Stock.......... $250,000.00 
Cash in Banks...............++++ 690,373.70 Assigned Funds....... 185,842.40 
Interest Due and Accrued..... 157,631.02 Searpeus ...cccccccccccee 757,464.42 
Net + gy and Uncollected Surplus Security to 
aenakncinenaetnenin 168,995.02 Policyholders  .....seeseeesee++ 1,193,306.82 
All aw ‘Assets aceeoeeessaeseee 2,827.02 
$7,315,786.37 $7,315,786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policyholders, $7,175,570.00 
“ANCHOR TO THE ANICO” 


For Further Particulars Write to: 


c. S. HUTCHINGS W. J. SHAW 
Actuary and Agency Manager Secretary and Manager 
Ordinary Department Industrial Department 











WANTED ition i 


THE GEM CITY LIF E INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office for further particulars. Here's an opportunity for a 
good man to get in on the ground floor with a progressive 
young Ohio company 














The Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunitres for 
money-making NOW and creating a competence 
for the FUTURE. 


For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 


























CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 
Our refi cover eig years of satisfactory service, and we respectfully solicit your patronage- 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, [llinois 
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provided by the insurance, but merely 
on the fact that the beneficiary is desig- 
nated as an individual. It cannot be said 
that a policy made payable to a personal 
service corporation as beneficiary desig- 
nates an individual beneficiary. Hence 
it is not exempt as within the designa- 
tion of an individual beneficiary. The 
proceeds of a policy payable to a per- 
sonal service corporation could not be 
taxed as if earned income because earned 
income itself of such corporations is 
not taxed by the income tax law. 


Equalization of Burdens Essential 


always be remembered that 
the provisions of the 
statute imposing it. Equalization of tax- 
ation burdens is an essential of valid 
taxation, but the equalization means 
uniform levies and general distribution. 
It does not mean that one tax would 
be considered unfair if another tax be 
not imposed. The design of the framers 
of the income tax law was undoubtedly 
to impose burdens practically equivalent 
under the war and excess profit tax 
against the earnings of corporations on 
the one hand and under the direct and 
surtax levied against individual incomes 
on the other, That is, the taxation 
against the income of a business wheth- 
er incorporated or earned by a partner- 
ship or by a personal service corpora- 
tion, it was designed to equalize. This 
it was aimed to effect by taxing the cor- 
poration before the payment of divi- 
dends, because dividends distributed to 
a large number of stockholders would 
result in small taxation under individual 
levies. The contrary would be the case 
in partnerships and personal service 
corporations, because the owners of the 
business, and hence the recipients of the 
profit income, would in such case be 
few. Hence individual levies would ade- 
quately impose ordinarily the burden. 


May Not Always Work Out 


In some instances, however such is 
not the result. A personal service cor- 
poration with half a dozen stockholders 
might earn an income which, when dis- 
tributed and individually taxed, might 
leave individual profits much larger 
than if the corporation had been taxed 
before dividend distribution. So the total 
tax received by the government from 
the income of the business might be 
much less in the former than in the 
latter case supposed. There is a profit, 
so to speak, in ratio to the number of 
owners of the business where the in- 
come of the business can be taxed only 
by individual levies. On the other hand, 


It must 
taxation rests on 


if but one or two own the stock in a 
personal service corporation, or if the 
firm consist of but two partners, the 
individual tax on the distributed in- 
come or profits might be larger than 
if the war and excess profit tax had 
been levied against the income in the 
possession of the business organization 
before distribution to the owners. 


Not Considered 
maxim of equity juris- 


translated literally from 


Nature of Interest 
There is a 
prudence which 


its original Latin, says: “Not what is 
said, but what is done is to be looked 
into.” In other words, a_ chancellor 


looks through form to substance. But 
if the proceeds of life insurance 
even intended to be taxed as income, 
seems to have looked to the 
rather than to the charac- 
not at all the nature of the 
interest, of the beneficiary in 
the proceeds of which the 


Congress 
designation 
istic, and 
insurable 


the policies, 


Statute exempts from income taxation. 
As the regulations rule in effect that 
the life insurance not exempted shall 
be taxed so the law, if so grotesque a 
ruling be held sound, would be consid- 
ered as employing the same differenti- 
ation That is, the nature of the bene- 


ficiary’s insurable interest, which is 
always the basis of the right to receive 
the proceeds of a life insurance policy, 
Seems to be regarded as subordinate to 
the relatively unimportant fact as to 
whether the beneficiary is an “individual 
beneficiary” or otherwise. 

Mental 


That a 
fusion 


Confusion Evidenced 

somewhat similar mental con- 
must have existed in the minds 
of the framers of the Federal Estate tax 
Sections of the same revenue law, seems 
to me discernible. The Federal Estate 
tax by its language—not merely as in 
the income tax through the ruling of 
the treasury department regulations— 
includes the excess of $40,000, where the 
insured took out the insurance as if 
part of the insured’s estate for the pur- 
pose only of increasing the estate tax 
“fainst such estate. The regulations in 
construing “taken out” as meaning 


were | 











CHICAGO AGENTS ARE SUED 





City Authorities Are Taking Steps to 
Enforce the Ordinance As to 
Brokers 





The Chicago city authorities are now 
preparing to enforce the insurance 
brokers’ license, providing for annual 
license fee for every insurance broker. 
Almost all the brokers and agents have 
ignored the new license ordinance that 
was passed, but evidently an attempt is 
going to be made to round up those 
that have neglected to take out the 
license and pay the fee. Suit has been 
begun in the municipal court against 
Fred B. Mason, general agent of the 
Aetna Life, and Harry A. Davis and 
J. D. Taylor, brokers, who placed their 
insurance with Mr. Mason; also against 
E. H. Carmack, general agent of the 
State Mutual Life, and MHarve G. 
Badgerow and N. J. Westerhold of the 
Rockwood-Badgerow Company, all be- 
ing charged with failure to procure 
brokers’ licenses. The case will come 
up for hearing Oct. 18 in the license 
branch of the municipal court. As- 
sistant Corporation Counsel Morton 5S. 
Cressy is in charge of the case for the 
city. It is anticipated that there will 
be a legal battle, as undoubtedly the 
constitutionality of the license ordi- 
nance will be attacked. 

Much interest centers in 
of these cases, as it will 
decide whether the ordinance 
generally observed or not 


the outcome 
undoubtedly 
will be 
The two 


factions in Chicago insurance offices 
which stood for and against the ordi- 
nance when it was first drafted are 
again pricking up their ears and pre- 
paring to fight. Very little is said as 
to what part these factions may play 


in the cases which will come up shortly, 
but it is expected that they will become 
active and a long legal battle will 
ensue 

If the defendants do not attempt to 
question the validity of the ordinance 
their cases will be disposed of upon 
the proving of them either guilty or 
not guilty. If, however, they bring into 
question the validity of the ordinance 
there will be a more extended legal 
figzht. Some insurance men feel that 
the cases will go through without any 


test being made of the ordinance. 

A representative of the faction which 
instituted and upheld the ordinance said 
the other day that if they were called 
upon by the city to aid in the prosecu- 
tion of the alleged violators they would 
be on hand to testify. He further 
stated that every assistance would be 
given the city in maintaining the val- 
idity of the ordinance He said, how- 
ever, that he did not think such action 
would be necessary. 


Ouster by Suit Only 

TOPEKA, KAN., Oct. 12.—If the 
Kansas department wants to drive the 
American Insurance Union of Colum- 
bus, O., out of Kansas it must do so 
through an ouster suit brought by the 
attorney general and not through a 
hearing and order of the state insurance 


department. This was the ruling of 
Judge Pollock of the United States 
district court in issuing a permanent 


injunction against the department pro- 
hibiting it holding a hearing or taking 


any steps to oust the saciety except 
through an ouster proceeding. Some 
time ago the insurance department 


cited the officers of the society to ap- 
pear to show cause why it should not 
be ousted from this state because of 
alleged promises of bribes to officers of 
the Sons & Daughters of Justice, a 
local fraternal. The Insurance Union 
brought injunction proceedings in the 
federal court to stop the hearing and 
the expected order. Attorney General 
Hopkins has now secured a restraining 
prohibiting it from operating here, 
pending a final hearing Oct. 23. 


where the insured paid the premiums, 
gave no importance to the nature of the 
insurable interest. It is all puzzling 
enough if we try to determine what is 
done by common-sense standards as to 
what should have been done. 





CAPITAL, $200,000.00 


Originators of the 
“Multiple Optien” Policy, 
a three-in-ome contract. 


A company born in the West, 
built for western people, 
by western men. 


GOOD AGENTS WANTED 






Progressive In Its Ideas 


STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 








(Reprint from the Ohio State Journal, August 26, 1920.) 


Insurance Men Praise C. W. Brandon’s Work 


“Speakers at the annual banquet of the agents of the 
Columbus Mutual Life Insurance Co. at the Elks’ Home last 
evening were exceedingly enthusiastic in their praise of the 
agency contract devised 13 years ago by C. W. Brandon, 
president of the company. The instrument has attracted 
wide-spread attention in the insurance field. 

“Vice-President C. L. Miller of the Nationa! Guardian 
Life Insurance Co., Wisconsin, declared it the best contract 
“available in the U.S." His company recently adopted it, 
after Mr. Miller had visited the headquarters dvedem com- 
panies to ascertain their methods. 

“C. M. Cartwright, Chicago, editor of the National 
Underwriter, said the influence of Mr. Brandon's ideals 
would have a “country-wide effect,’’ and S. A. Hoskins, treas- 
urer of the Columbus Mutual, declared that for generations 
to come policy-holders, beneficiaries and agents would have 
reason to be grateful for what has been accomplished by Mr. 
Brandon, to whom he referred as a pioneer in reforms. 

“In response, Mr. Brandon said that his work as presi- 
dent of a life insurance eompany had found its inspiration 
during many years of active agency soliciting. 

“Robert T. Crewe, new Ohio insurance commissioner, 
spoke of his plans, pledging just and fair hearing of all ques- 
tions raised.” 


The Home-Office of The Columbus Mutual Life is located 
at Columbus, Ohio. Inquiries regarding its Agency Con- 
tract, Vested Renewals, Unrestricted Territories, Elimina- 
tion of Middlemen, etc., are welcomed. The Company is 
admitted to Ohio and nearby states. It recently entered 
Nebraska. 








ANTED-—a life insurance man thor- 
oughly versed in home office work. 

Must be capable of installing an office 
system, engaging and managing employes. 


CHICAGO NATIONAL LIFE INSURANCE COMPANY 
CENTURY BUILDING 83 CHICAGO, ILLINOIS 
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CENTRAL LIFE 


Assurance Society of the United States 
aoe = DES MOINES, IOWA = 


Insurance in Force: 


$100,000,000.00 


Assets over 


$9,000,000.00 


Double Indemnity, Disability, Child’s Endowment 

















The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it. 


LEADS THEM ALL IN KANSAS 


Home Offices Wichita, Kansas 











In 1919 


44 General Agencies paid for 
$88,000,000 
Standard Business 
Dividend Scale Maintained, Surplus Increased 





New England Mutual Life Insurance Co. 
Boston, Mass. 








An Exclusive Life Reinsurance Company 


THe REINSURANCE Lire COMPANY 


OF AMERICA 
Des MOINES, IOWA. 


Prompt Service Full Coverage 
Attractive Contracts 





H. B. HAWLEY, President F. D. Harsh, Secretary 


- 

















| McGill. 





M’GILL’S VIEWS ON LIFE 
INSURANCE WORK 


| no appreciable 


Sees Value in Part-Time Service 
for the Man Starting In 
the Business. 


BREAKS HIM IN HARNESS 


| McGill. 


Superintendent of Agents of Michigan 
Mutual Gives Some Observations 
on Agents’ Practice 


DETROIT, MICH., Oct. 12.—“There 
was never a better time in the history 
of the life insurance business for a 
young man to chose the business of 
selling insurance,” was the statement 
of George B. McGill, superintendent of 
agents of the Michigan Mutual Life, in 
discussing conditions in the life field 
with a representative of Ture NATIONAL 
UNDERWRITER. 

Recruits Are Coming 


Mr. McGill said that a great 
new men are entering the life insurance 
business in Detroit at present. He said 
most of them were coming just now 
from the real estate field, because oper- 
ations there were reported temporarily 
slow. Mr. McGill is a firm believer in 
new men starting on part time, and 
says most of those now entering the 
business in Detroit are starting on that 
schedule. He said that he believed in 
part time for beginners, because most 
of the real big insurance men of the 
country started in that manner. 

“Many a poor fellow slaving in an 
office or a factory would never have 
known he possessed the capabilities of 
a good insurance salesman had he not 
started in spare hours after work,” ex- 
plained Mr. McGill. “These same slav- 
ing clerks are now our most prominent 
insurance managers.” 





many 


Effect of Government Insurance 


Not only are wealthy men taking out 
more insurance, but the younger men 
just beginning a business career are 
taking more insurance than in the past, 
said Mr. McGill. 

“Government insurance was one of 
the greatest factors in educating the 
young men of the United States to | 
realize the value of life insurance, and 
the result is shown in the great in- 
crease in business now being written,” 
said Mr. McGill. “What the young 
man learned about insurance since 1914 
was deeply instilled in his mind, and | 
although in many instances he dropped | 
his war risk insurance after leaving the | 
service, he has since taken out a new 
policy in a regular company.” 

Finds a Fertile Field 


Mr. McGill pointed out that with so 
many young men receptive to the value 
of life insurance, the beginner in the 
life insurance selling game would find 
an unusually fertile field before him. 
He said every prospect appeared will- | 
ing, the only obstacle seemed to be in | 
proving to him just how much insur- | 
ance he should take. 

“Returning to the subject 
time, I will say that some big man- 
agers of companies, who have their men 
well lined up, are backing a movement 
to do awav with part time,” said Mr. 
“However, I think that is no 
mistake and will stick to the part-time | 
standard for beginners.” 


Sticking to One Line 


of part 


As for life insurance men selling sev- 
eral other lines, like health and acci- 
dent, casualty, auto, and even fire lines, 
Mr. McGill said he was opposed to that 
plan. 





He said he believed the solicitor 


| cities or 


| forms submitted by 


| and benefits promised 


who devoted his time to one line made 
the greatest success. He said the carry- 
ing of several lines divided the energigs 
of the agents—especially of the new 
men—with the result that they showed 
returns. He said it 
might be a good plan for men in small 
villages, however, to carry 
several lines. 

“IT have always instructed my men 
not to influence the prospects to drop 
their government insurance—in fact, I 
have told my men to urge them rather 
to continue such insurance,” said Mr. 
“I think it would be a very, 
poor policy for life men to talk against 
government insurance—it would not 
make a very good impression on the 
prospect or on the public.” 





| Memorandum for the Man 


| Who Postpones Action 





+ HARLES P. Unerferth of the Con- 
necticut General at Dayton, O., 
uses a canvassing document that brings 
results. He made out a list of those 
whom he solicited in order to show 
the danger of putting off taking out 
life insurance. In his memorandum 
are four men who stated they were not 
interested in insurance and then a list 
of eight prospects who were rejected 
by the company on account of physical 
condition. The Connecticut General 
says that it goes without saying that 
probably cach one of these men thought 
he could get insurance whenever he 
wanted it. This is just another proof 
that the time to take insurance is when 
a man can get it. A list of this kind 
is a graphic illustration of the need of 
early action. Mr. Unerferth’s memo- 
randum runs from Mar. 21, to July 1 
of this year. It is as follows: 

These persons were not interested in 


—life, health or accident insurance: 
April, chauffeur, broke right arm the 
next week; April, butcher, broke left 


arm July 5; May, office manager (put off 
until fall), paralytic stroke during June; 
June, merchant, broke right arm July 3. 

Applied but rejected on account of 
present physical condition: April, treas- 
$4,000—secured $2,000 


urer, age 33, 
August, 1919. 

April, clerk, age 27, $3,000—secured 
$1,500 August, 1918. 

May, secretary, age 26, $5,000—secured 
$3,000 1917 and 1918. 

May, clerk, age 24, $5,000—secured 
$2,000 1917. 

May, salesman, age 30, $2,000—secured 
$1,000 1918. 

May, merchant, age 27, $5,000—secured 
$4,000 1917 

June, secretary, aged 36, $5,000—se- 
cured $4,000 1915. 

June, merchant, age 37, $10,000—se- 
cured $5,000 1918. 2 

Of 37 applications 30 were accepted. 

Ten persons solicited advised they 


could not get insurance as they had been 
rejected lately for insurance. 


Wants Uniformity in Payments 


Some of the life insurance companies 
operating in Kansas must change their 
basis of computing the payments of in- 
stallment options under a new rule of 
the Kansas department. Superintendent 
Travis has sent a blanket order to all 
life companies in the state directing 
them to change their policies to the new 
rule. Not all of the companies are 
charged with the discriminations which 
the department charges appear in some 
policies, but the order was sent to al! 
companies so that all would conform 
The order of the department said: 

“Upon making an inspection of policy 
the various compa- 
nies, we find some contracts provide in- 
stallment options which are computed 
upon a 3 percent basis, while all values 
in the policy are 
on a 3% percent basis. 

“This department is of the opinion 
this kind of a contract is discriminatory 
and you are hereby advised that this 
department will not permit the use of 
any policies which provide for install- 
ment payments unless such payments are 
computed on the same basis as the other 
benefits promised under the contract 
Kindly see that no policy is used which 
violates this rule.” 
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HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 











ACTUARIES 


ys F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monree Street 
Telephone Randelph 918 


CHICAGO, ILL. 








-_ J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








_— C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves Surrender Values, 
etc., Calculated. Valuations and Exam- 
inatiens Made. Policies and all Life In- 
surance Porms Prepared. The Law of 
Insurance a Specialty. 
Colcord Bidg. OKLAHOMA CITY 








J H. NITCHIE 
o 


ACTUARY 
1528 Association Bidg.. 19S. LaSalle St 
Telephone State 4992 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








REDERIC S WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 
AND EXAMINER 
402-404 Kraft Building 
DES MOINES, IOWA 

















A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 











a week is the cost of The 
6c National Underwriter by 
annual subscription. 











REINSURANCE OF LIFE 
RISKS GROWS IN FAVOR 


Business Is Assuming Very Large 
Proportions, Especially in 
Eastern Field 


TWO PLANS ARE IN USE 


| Some Companies Take Business on 


Yearly Term Plan—Others Use 
“Cooperative Plan” 





NEW YORK, Oct. 12.—The rein- 
surance of risks among life insurance 
companies, though far from being as 
common a practice as with the fire and 
the surety offices, is constantly grow- 
ing in favor, and has even now as- 
sumed large proportions; indeed, one 
office that has made a drive for this 
class of business during the past few 
years now has a larger volume of pre- 
miums upon its books than many a 
direct writing company can boast. The 
business is facultative wholly; that is, 
each particular risk is submitted upon 
its merits, the reinsurer not being 
bound, as is the case in fire insurance, 


| to follow the direct writing office, un- 


less it so elects. Each reinsurance cer- 
tificate stipulates that the direct writ- 
ing office must retain its full limit upon 
the assured before ceding to the rein- 
surer. In the case of small or mod- 
erately sized companies, the giant re- 
insuring offices will not infrequently 
accept double or treble the retention 
of the direct insurer, though refusing 
to do so for institutions of greater 
financia! resources. 
Two Pians Followed 


Business taken by the smaller rein- 
surance companies is all upon the 
yearly renewable term plan, and is 
usually ceded in part to other offices 
with which they have affiliations to that 
end. The larger reinsurance companies 
of the east, on the other hand, accept 
risks upon what is technically termed 
the “cooperative” plan, freely carrying 
thereuncer risks whether straight life, 


| limited payment or endownment. Un- 





der a 20-payment life policy, for ex- 
ample, the reinsuring company would 
take one-half of the original issue, say 
$20,000; its liability thereunder de- 
creasing each year as reserves under 
the policy increased and the direct writ- 
ing company is thus supplied with 
further funds. 
Bigger Writings Responsible 


The decreased purchasing power of 
the dollar in recent years is in large 
degree responsible not only for the 
added writings of all life insurance 
companies, but for the large number of 
liberal sized policies that have been and 
are being written, wealthy men appre- 
ciating that life insurance supplies ab- 
solute protection in the event of death, 
and is an admirable form of investment. 
While practically all offices have in- 
creased their limits to meet the new 
condition, few are willing to carry the 
added amounts, and more and more are 
seeking reinsurance thereupon, 

Admittedly the mortality experience 
of the reinsurance offices is not so fa- 
vorable as the general writing com- 
panies, as the former carry the risks 
of the wealthy assured almost wholly, 
while the latter get their experience 
upon all classes. Wealthy men, be- 
cause of the nervous strain under 
which they labor, and generally speak- 
ing, their extravagant methods of liv- 
ing, are not so favorably regarded as 
life risks as are their less well-to-do 
brothers. 











Indianapolis Life Insurance Company 


INSURANCE IN FORCE 


1905 
1906 
1907 
1908 
1909 
1910 
1911 
1912 
1913 
1914 
1915 
1916 
1917 
1918 


1919 
19 20 


Operates in Indiana, Illinois, Michigan and Texas 


$ 325,000.00 

1,281,909.93 

2,158,315.62 Managerships open 
2,344,449.12 on 
ater Terre Haute 
4,451,264.48 and 


5,756,690.86 Evansville, Indiana 


7,011,554.27 and for 

8,655,788.49 Southern Illinois 

10,231,921.21 

12,021,820.06 matin 
13,665,053.54 

599 FICE 

15,532,346.26 ee 
20,456,374.44 


25,125,000.00 


Indianapolis, Ind. 























WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal com- 
mission contracts to agents and salable policies 
to the public. The proposition we offer is un- 


usual. 


GARY NATIONAL LIFE INSURANCE COMPANY 


WANTED 











Correspondence confidential. 


Gary, Indiana 
WILBUR WYNANT, President 




















Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 


period. 
Payments 








begin immediately on approval of claim—no proba- 


tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


Immediate waiver of future premiums—no waiting until next 


anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new 


disability provision brings the service of America’s 


oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 
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Z\| Hotel la Salle (e 


Chicago’s Finest Hotel 




















Hotel La Salle has won this 
title with an experienced and 
critical public because of its 
happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 
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RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 











HOME LIFE INSURANCE COMPANY 
of America 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 
This sae Comoane 2 to ae forms of policy contracts from age 8 


Industrial policies are in full immediate benefit from date of issue. 
Ordinary genus contain a valuable Disability clause and are guaranteed 
by State dorsement. 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL 8S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 


Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 
PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 














ECRET OF OUR We have a contract for you under which your 
UCCESS IS : ; ig mi, a 
ERVICE income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 
DETROIT 


FEDERAL CASUALTY COMPANY, michicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


One 














A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s ‘Easy Lessons in Life Insurance.’’ $1.00, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. 

















Iowa Woman Tells How She 


HOW AGENT’S WIFE CAN HELP 


Helped Husband Make Quota 











N discussions of the elements that 
make for an insurance salesman’s 


of the part which the agent’s wife may 
play. Just how important a factor she 
may be was brought out in a very in- 
teresting way in a talk made at the 
recent agency convention of the Central 
Life of Des Moines by Mrs. C. 
Smith, wife of the general agent of that 
company at Sioux City, la., on “How I 
Helped my Husband Make His Quota.” 
Mr. Smith is one of the successful pro- 
ducers of the Central Life, who has 
brought up his agency in a few years’ 
time to the half million class, and in 
all of his efforts has had the hearty 
cooperation of his wife. Speaking 
along that line, Mrs. Smith said: 

Some women may think that they 
can be of little assistance to their hus- 
bands but efficiency experts in big busi- 
ness enterprises have come to recog- 
nize what a great influence a man’s 
home life has upon his work. In the 
great Ford plant, for instance, if a man 
tails to do his work in the way he 
should the efficiency expert investigates 
the cause. He first ascertains whether 
anything is wrong at the place of work 
and if not he goes to the home to see 
whether the children are sick or 
whether John and Mary have had a few 
words or if anythng about the home 
is causing him worry or anxiety. 


Not Always Friend to Insurance 


There is a little secret I am going 
to tell you and that is that I was not 
always so friendly towards this insur- 
ance proposition as I am now and it | 
was largely because I did not under- 
stand it. If you have a chance just tell 
your lady friends something about in- 
surance. Do you know most women 
don’t know a thing about it? If you 
don’t know all about it ask your hus- 
bands. 

When Mr. Smith and I were married 
among the few things we, or rather he, 
possessed was an insurance policy that 
he had taken out some time previous. 
Just why I did not know, but supposed 
some smooth tongued agent had just 
naturally swindled him out of some of 
his hard earned cash. I surely despised 
that policy, for it seemed that just 
about the time we had saved up a little 
money and I saw a chance to have a 
new dress, that insurance premium 
came due. But there came a time when 
sickness and trouble came into our 
family and we were able to borrow a 
few dollars on that policy to tide us 
over some rough places. Then I began 
to realize the real worth of insurance. 
As time went on and I grew older and 
wiser instead of a despised thing, I con- 
sidered that policy one of our most 
valuable assets and I began to look 
upon a man who sold insurance as 
something more than a person who 
went around cheating a man’s family 
out of a few trifling things. I just want 
to tell you that next year we pay the 
last premium on that policy. 


What Makes a Salesman 


About eight years ago H. G. Everett 
made a trip to Oklahoma and visited 
us in Enid where we were living at that 
time. The purpose of his visit was to 
interest Mr. Smith in becoming an in- 
surance salesman. You will notice I 
say salesman, for I claim that a man 
who sells insurance is a salesman of 
first rank. Most any one can go out 
and sell something that the public is 
in need of or wants but most people at 
first think they do not need insurance 
and do not want it, so it takes a real 
salesman to sell it. 

After some deliberation we decided 


success very little mention is made | 


| with a full determination to do our 
| best. It was slow at first of course, 
1 will never forget how big a $2,500 
| looked in those days and an occasional 
| $5,000. Some of you folks who are 
| now just in the making don’t think 
your husband is going to do big 
things in the beginning and find fault 
with him because he doesn’t. Were 
you ever out riding on a country road 
on a still day and you looked across 
the field and saw a sudden gust of 
wind pick up the dust and whirl it 
around a minute or two and then dis- 
appear? Well there have been a few 
whirlwinds with the Central Life since 
our time, but they have only lasted a 
short time and were gone. I remem- 
ber one especially; to be around him 
one would wonder who really owned 
the Central Life, let alone who wrote 
all the business. The real salesmen 
with this company—lI think I am safe 
in saying in every instance—are the 
men who have had a small beginning 
but had a determination to stick. 


Sacrifices to Help Husband 


I have always rather envied the 
woman whose husband could be at 
home with his family every evening 
and for three or even two meals a day 
but it seems that if my husband makes 
his quota he has to work six days out 
of the week early and late and most 
always at least five of them must be 
spent away from home, but long ago I 
learned that success and sacrifice go 
| hand in hand. I have heard women 
| say that they just couldn’t stand to 
have their husbands away from home 
| so much or that they were afraid to 
stay alone at night; neither do I enjoy 
it but if that is a part of my task in 
helping to make this quota I won't 
complain. I know that while I am 
making these sacrifices my husband is 
making some too. 

I am interested in this quota being 
made for numerous reasons. Of course 
we are all interested in our husband’s 
business from a financial standpoint and 
I often say that I don’t believe there is 
any business that brings the returns 
in a financial way for the money in- 
vested, providing you work as hard 
at it as you would be required to in 
any other business, as the insurance 
business. To us it has meant by saving 
and careful spending at first, a comfor- 
table home, insured our -daughters a 
good education and we may even now 
feel and enjoy a few luxuries besides 
saving every day for a time when we 
cannot or need not work as we do now 





Agency Conference at Milwaukee 


The annual fall. business conference 
of the Wisconsin general agency of 
the Massachusetts Mutual Life was 
held in Milwaukee Oct. 7. Joseph W. 
Briggs, manager of the agency, acted 
as host at a 6 o’clock dinner and a 
theater party. E. C. Platter of the Chi- 
cago office was the principal speaker 
at the afternoon session, which was 
presided over by Eugene Wulff of New 
Holstein, Wis. Talks also were made 
by Mr. Briggs, James Baley of Ke- 
nosha and Anton Schroedl of Mani- 
towoc, Wis. Forty agents were 
present. 

An agency association was formed 
with the following officers: President, 
Charles Faust, Madison; vice-president, 
Anton Schroedl, Manitowoc; secretary, 
Miss Jennie Post, Fond du Lac; treas- 
urer, James Gregg, Milwaukee. The 
directors are Eugene Wulff, New Hol- 
stein, and James Baley, Kenosha. 





it seemed best that he take up this 
new work. It was going to mean that | 
we move to a strange place and »%ne 
never knows just how a new venture 














will turn out but we came to Sioux City 


Paul 
department 
tual Life has been 
agent in Springfield, Mass. 


Norske of the policy registry 
of the Massachusetts Mu- 
appointed a special 
Mr. Norske 


has written a big volume of life busi- 
ness in addition to being known as an 
expert amateur conjurer. 
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| Getting Profit From | 
| Agency Meetings | 
kena ee __i 


REQUENTLY life insurance agents 

overlook the force and effectiveness 
of things that appear to be stale to 
them. The lack of interest shown at 
agency meetings demonstrates that 
very clearly. In agencies where the 
custom is to hold a meeting every week 
the managers have been confronted 
with the problem of how to interest 
the agents and make the meetings most 
beneficial to them. Some have gone 
to the trouble of securing prominent 
speakers for these occasions, others 
have instituted educational programs, 
including explanations of policies, rates 
and many other things on which the 
average agent is more or less informed. 

A few agents have profited by these 
meetings; many have not. Every once 
in a while an agent is met on the street 
and asked how he liked the last meet- 
ing. His answer is something like 
this: “Oh, it’s the same old stuff every 
time—just bunk.” Needless to say it 
is just this kind of agent who does 
rot profit by agency meetings. Unfor- 
tunately his spirit is shared by a large 
number of his fellow agents. 

x * 








It is true that the things heard at 
agency meetings are the same _ old 
stuff; but each time they are told in a 
different way and by a different per- 
son. New light is cast on the subject; 
new ideas are brought out, and many 
things that might have appeared use- 
less to an agent may be of great as- 
sistance to him when they are ex- 
plained in a new and a different way. 

Agency meetings have been called 
the college of insurance, and the title 
is well deserved when we consider that 
many of the biggest producers in the 
country are still students of it. Ina 
sense they might be called graduates, 
but since they continue to attend this 
college the word does not seem ap- 
plicable. Herman C. Hintzpeter, as- 
sociate manager of the Mutual Life 
agency in Chicago, attributes his suc- 
cess as one of the biggest producers 
in the business to the things he learned 
at agency meetings. Mr. Hintzpeter 
went with the Mutual Life many years 
ago as office boy. He had none of the 
educational advantages of the average 
young man of today starting out in 
the world. What he learned, he had to 
learn from the “other fellow.” Ever 
since he has been writing business for 
the Mutual Life he has not missed one 
agency meeting, except when he was 
forced to do so by sickness or absence 
from town. 

6 « 


That same word, “bunk,” which is 
frequently applied to agency meetings, 
is also used in referring to articles to 
be found in insurance publications and 
company house-organs. An article, 
appearing recently in one of the in- 
surance papers, advocating the seeing 
of as many people each day as possible 
in order to increase production, was re- 
garded by a certain agent as “bunk.” 
It suggested that agents try seeing 
eight men each day and stated that if 
this was done, at the end of the week, 
it would be found that the result would 
average $2 a call. The agent, how- 
ever, decided to try the thing out and 
at the end of the week he discovered 
that it had brought him a great deal 
more than $2 a call. Two dollars a 
call and eight calls a day means $16 
for each day’s work. It might have 
sounded like bunk, but when it was 
tried out it proved worth while. 


Till health has caused E. H. Brocken- 
brough to resign as district manager of 
the Mutual Life of New York at Lynch- 
burg, Va. However, he is still selling 
insurance for the company. He has been 
with the Mutual Life three years and has 
qualified for the $100,000 Field Club each 
year. 


MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 
As Good as We Can Make Them. 


If your record is clean and you can 


Guaranteed Low Cost Policies. 


Any one of the above is an absolutely first class opportunity. 
furnish evidence of your ability as a Personal Producer, your application will be 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


O. W. JOHNSON, President 


WANTED 


The Rookery, Chicago 


S. W. GOSS, Vice-Pres. and Agency Migr. 











George Washington Life Insurance Company 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. Weare 
also writing all standard forms at low premium rates. A few attraet- 
ive Agency openings are now available in the state of Ohio. For 
particulars address 


C. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Ohio 








The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. 
tained through a permanent connection. 


panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE Co. 


Harry H. Orr, General Counsel 


J. H. Leffler, Acting President 


John W. Dri , Secreta 
UNCIE, INDIANA 


Permanent success can only be at- 
The companies that stay are the com- 








THE DETROIT LIFE INSURANCE COMPANY 


AGAIN NUMBERED AMONG MICHIGAN’S LEADING COMPANIES 


New Insurance Paid for During the First Seven Months of 1920........ 2... 6.66 cc ccc cnc nnnneeenccence $ 4,A52,000.00 
2 45 8 ea eeaanenshaneekende enseenaaseadochhabetcens<ceeuseenue 20,102,000.00 
Rs | ei teas Kien ehbiedinoesbebheatad auneeennnesesdéaanaseone 1,550,481.00 


The above record was accomplished through the efforts of an efficient and capable Agency Organizatian. 
UNUSUAL OPPORTUNITIES IN MICHIGAN 

Now is the time to join the Agency Force of a well-established and rapidly-growing organization. 
THE DETROIT LIFE, “The Company of Service”—SERVICE established beth for the good of Policyholders and Agents. 


We have some very attractive Agency propositions to offer to qresgette 


We are at your service if you wish to join our ranks. 
Why not get in touch with us, consider the proposition, and then decide? 


men who wish to add materially to their incomes. 


Write direct to 


THE DETROIT LIFE INSURANCE COMPANY, 


Home Office: 


Blessed Building, Detroit, Michigan. 


FOR THE WIDE-AWAKE SALESMAN 


M. E. O’Brien, President 
James D. Baty, Sec. & Treas. 








Insurance 





CONTINENTAL LIFE INSURANCE COMPANY 


Assets, $3,566,304.16 Insurance in Force, $32,600,000.00 


Our Policy Forms Contain the Following Provisions: 
dental death, Total and permanent disability benefits, Partial disability benefits, 
Surgical operation benefits, Annual dividends, Optional methods of settlement, Pre- 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender values, 
to cover policy loans, Installments certain-Participating, Installments 
continuous-Participating. 
Very Attractive Agency @unteaste to Reliable Men 


JOHN W. COOPER, President 


Double Indemnity for acci- 


Kansas City, Missouri 














37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 8! per cent. 
ben Fidelity operates in 40 states. Full level 
t premium reserve basis. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 
A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 





DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity to poy See for a reasonable 
volume of Insurance 
regularly—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 











FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 
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Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 


Find Preachers and 


The mortality 
among men of these professions than 
with any other classes of risks. 
are several reasons for this. 


and there is no hazard connected with 
their daily work. Their salaries are 


extreme care to make both ends meet, 





but they are usually free from the 
financial worries, which in a larger 
| sense apply to business men and fre- 


| quently to men of large means 

These classes are good prospects for 
| life insurance. They may not be able 
| to buy large policies, but when they do 
buy they buy with a purpose and the 








Globe Mutual Life Insurance Company of Chicago 


Claims Paid by Telegraph 
Claims Paid by Telephone 
Claims Paid by Special Delivery 


BY age DIRECT TO THE BENEFICIARY. 

CLAIMS PAID “ON SIGHT.” CLAIMS PAID FOR DEATH AND TOTAL AND 

PERMANENT DISABILITY BENEFIT. STANDARD AND SUB-STANDARD RISKS 
1 nee. Ald¥ NO RE ta | FIFT 

DISAB BILITY, CASH BENEFITS PAID. PO 

RESIDENTS or CHICAGO. KND WITHIN THE FORTY-MILE LIMIT OF CHICAGO. 

THIS IS MORE THAN PAID ay, ANY ILLINOIS LIFE INSURANCE COMPANY 

IN THE SAME TERRITORY. 

SUCH IS THE RECORD OF THE GLOBE MUTUAL LIFE INSURANCE COMPANY 

of Chicago, incorporated under the Illinois Insurance Laws, 1895, or twenty- -five years 

old. The Globe is the oldest Life Insurance Institution of the State of Illinois 

transacting Industrial Insurance. 


PROGRESS FOR 1919 LAST FIVE YEARS 


Gain in AS8ets......ccceecceseees 70 percent Gain in Assets.......+. ecececees 420 percent 
Gain in Income.......csececeeeee -30 percent Gain in Income.......seseeseeees 190 percent 
Gain in Insurance...........++++ 18 percent Gain in Insurance.......s.sesees 135 percent 


agents wanted. Our agents 


ORDINARY AND INDUSTRIAL BRANCHES: | Pushin 
s to work on in the world. 


are making big money. We give them the best le 


Apply T. F. BARRY, Sec. and Gen’! Manager and Founder 


431 SO. DEARBORN STREET PHONE HARRISON 199 


business is slow to lapse. The field 
among these is a splendid one, and 
| especially among the school teachers 


who are as a rule single and interested 
in providing something for the future. 
They should be good prospects for en- 
dowment insurance. It will not only 
grant protection to aged parents or de- 
| pendent brothers and sisters, 
also provide for their own old age. 





Insurance Committee Named. 


The United States Chamber of Com- 
merce announces the appointment of 
its new insurance committee. The life 
insurance men on the committee are F. 
Highlands Burns, president Maryland 
Casualty and Maryland Assurance; M. 
J. Cleary, vice-president Northwestern 
Mutual Life, Milwaukee, and Henry 
Moir, vice-president and actuary Home 
Life, New York. 

The first meeting of the newly ap- 
| pointed committee is scheduled for 
Nov. 9 at the headquarters of the 


























Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only tonparticipating insurance. It is bed rock life 
insurance with no frills or fancy adornments. It is the stuff 
that appeals to the people who want every possible dollar 
of protection they can buy for every dollar deposited as 
premium. 

Our 1920 program is a progressive one that contemplates 
a vigorous and systematic campaign for business 

We have the policies and the agency contracts. 

We have the home office equipment and territory. 

We now need the men to carry the Indiana National ban- 
ner into new strongholds backed solidly by the whole 
organization. 

Last year was a banner year in life insurance. 
will be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


This year 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you 





United States Chamber of Commerce 
in Washington, D. C. 


Actuaries Expect Big Attendance 


An attendance of fully 100 is ex- 
pected at the forthcoming fali meeting 
of the Actuarial Society of America to 
| be held at the Jefferson hotel in Rich- 
| mond, Oct. 28-29. The actuaries will be 

guests of the Life Insurance Company 
William M. Strong of New 
York, the secretary, is arranging the 
| program. He is planning to arrive in 
| Richmond the day ahead of the opening 
session. 





of Virginia. 


Cleveland Life Increasing Staff : 


The Cleveland Life is continuing to 
increase the personnel of its local dis- 
| trict staff at Cleveland under supervision 
of O. S. Boda, with 
in weekly production by individuals and 
the collective organization. According 
to H. S. Sutphen, vice-president and 
and manager of agencies, returns at 
this time of $100,000 business a week 
now are quite ordinary. The result is 
that a great many members of the local 
staff are making the Foremost Club of 
the company. 


Missouri State Life 


The Missouri State Life announces 
that its old policyholders can now have 
|} the same accidental death double in- 
demnity benefit as is granted to new 
applicants. A rider covering tnis addi- 
| tional benefit will be issued to anyone 
| between the ages of 15 and 59 who is 
| engaged in a nonhazardous occupation 
and is in good physical condition. The 
extra annual premium is $1.75 per 
thousand. 





| 
| 
| 


The opening of the new Minneapolis 
office of the Minnesota Mutual Life was 
celebrated with a banquet at the Minne- 
apolis Athletic Club. T. F. Jardine, St. 
Paul and Minneapolis manager, was 
toastmaster. 


“If there was nothing new to learn 
about life insurance soliciting it would 
be useless for the company or its general 
agents to employ experienced men to aid 














a marked increase | 


Teachers Best Risks 


From data compiled by one of the 
large eastern companies it is shown that 
the two best classes of life insurance 
risks are clergymen and school teachers. 
rate has been better 


There 
The habits 
of clergymen and teachers are good, 


small and they sometimes have to use 


but will | 








Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Twogeneral Agencies open 
in Iowa. 


Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, Iowa 

















agents.” 


The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 


The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION + THRIFT SATISFACTION 











“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 8-7 Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 
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_ LIFE INSURANCE AND THE FARMER 





Despite Low Prices Which He Is Receiving for His Prod- 
ucts, John M. Stahl Considers the Business Outlook Good 


BY JOHN 


M. STAHL 


President Farmers National Life 


HE 1920 corn crop of 3,216,000,000 

bushels is by 81,000,000,000 bushels 

the largest crop in the history of 
the United States. It is almost 300,- 
000,000 bushels larger than the crop of 
last year. Yet the farmers will receive 
for their 1920 crop an amount less by 
more than $1,500,000,000 than what they 
received for their 1919 crop. The cost 
per bushel of the 1920 crop is slightly 
higher than of the 1919 crop—land rep- 
resents a larger investment, wages paid 
were somewhat higher, and the cost of 
farm machinery, harness, etc., was 
sligthly greater. At the date of writing 
—Oct. 9—the price of December corn, 
which represents the price of the 1920 
crop, is, in Chicago, 83 to 86 cents per 
bushel, as compared with $1.23 this date 
for December corn last year. The price 
offered the farmer at the railway sta- 
tion in Illinois or Iowa is almost 20 
cents per bushel less than the Chicago 
price. The farmer has produced this 
year’s corn crop not only at a loss of 
$1,500,000,000 as compared with last 
year’s crop, but at a positive and actual 
loss. To produce the crop has cost him 
more than he can sell it for as corn. 


Oats and Wheat Both Lower 





This year’s oats crop was 1,444,362,- 
000 bushels, as against 1,248,310,000 last 
year. The cash price in Chicago this 
date—Oct. 9—of oats, “No. 1 white,” 
is 55 cents. At this date the price of 
December oats in the Chicago market 
is 55 cents, compared with 70 cents a 
year ago. The farmer will get for his 
1920 oats crop a good deal less than 
he got for the 1919 crop. 

The wheat crop of the United States 
this year is 750,648,000 bushels, com- 
pared with 940,987,000 bushels last year. 
The price is fluctuating greatly. The 
one thing certain is that the farmer is 
getting per bushel for his 1920 crop a 
good deal less than he got for his 1919 
crop, notwithstanding that the 1920 
crop is materially smaller than the 
1919 crop. 

Crop Less Than Last Year 


During the past three months the 
price of December wheat has dropped 
more than $1 a bushel, or more than 
40 percent. There is no good reason 
for this. The 1920 wheat crop of the 
United States is 190,000,000 bushels 
less than the crop of last year, and the 
total supplies for this season are put 
at 904,000,000 bushels, which indicates 
250,000,000 bushels for export. Of this 
more than 100,000,000 bushels have al- 
ready cleared and an additional 100,000,- 
000 bushels are already sold. 

France’s wheat crop this year is 213,- 
000,000 bushels, against 171,000,000 
bushels last year, and the Argentina 
and Australian crop prospects are 
bright. But the excess in one part of 
the world is more than equal by the 
smaller crop this year in other parts, 
and at this date it appears that the 
need of the world for bread during the 
next twelve months will be greater 
compared with the supply of grain than 
it has been during the past twelve 
months. 


Prices of Fat Animals Satisfactory 


_ The prices of fat animals are satis- 
factory to the farmers. Beef animals 
are selling at a price that would have 
appeared incredible five years ago, and 
hogs are selling at a price slightly 
higher than the pri&e of a year ago. 
Mutton animals are generally cheap— 
the best grades of lambs are bringing a 
good price, but lower than has been 
reached in the past. 


All in all, the farmer cannot regard 
his prospects with much elation. What 
he has to sell is, as a general rule, bring- 
ing him quite a little less than a year 
ago, while the prices of what he has to 


buy have dropped on only a_ few 
articles. 
Effect on Life Insurance 
How much will this slow up the 


writing of life insurance on farmers? 

Very little. 
today a very comfortable bank account. 
Drop in the price of what he has to 
sell cuts much less figure.now than it 
would have cut even three years ago. 

The farmer is the most careful reader 
and closest thinker of our population. 
He has been expecting lessened prices 
for his products. 

If the farmer is a renter, he pays rent, 
but it is rent of the land and not of 
the house in which he lives. The 
farmer is not compelled to pay out each 
month a good part of his income for 








JOHN M. STAHL 


rent. His expense for food is very lit- 
tle, indeed. Even if the farmer has 
only a poor garden, he produces at 
home by far the greater part of his 
food. The cost of his clothing, fuel, 
etc., compared with that of his city 
cousin, is small. The farmer measures 
his income by his surplus above living 
needs. A drop in prices affects only his 
surplus above living needs. It is not to 
him near as serious a matter as it is to 
the man who must sell all that he pro- 
duces and who must pay rent, buy all 
his food, pay high prices for fuel, and 
who often must wear better clothes 
than the farmer requires. 


Felt Less Than in Towns 


The effect of lower prices for farm 
products will be felt by the life insur- 
ance agent that works among farmers 
less than by the one that works in 
towns and cities largely dependent on 
the rural trade or among those in the 
large cities or manufacturing centers 
employed in various capacities in in- 
dustries that manufacture articles that 
the farmer buys. 

The indirect effect on life insurance 
will be greater than the direct effect 
in the country. 

For the agent, as well as the com- 
pany, the farmer is an exceedingly de- 
sirable risk. The latest and best vital 
statistics—those published in 1917 by 
our Census Bureau—show that on the 
average the farmer of insurable age 





lives five and one-half years longer than 


The ordinary farmer has | 

















Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - - $53,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ~° MONTHLY INCOME INSURANCE. 


is] 4a LATEST POLICIES AND AGENCY CONTRACT Bai 7 tne 
Openings OHIO, IND. KY. MICH. and W.VA. Write Colambur 








WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 








The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. 
anJ territory, write to 


WM. MONTGOMERY, President and Gen. Mer. 
New Masonic Temple Washington, D. C. 


For terms 











‘‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.”’ 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 








F. J. Uehling, Secretary 








The Giant of the West 

















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L, SEAY, President 
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the city man. The farmer business is 
the more persistent. Farm people move 
around very little and the farmer policy- 
holder can always be located, whereas 
a large percentage of city policyholders 
move frequently. The farmer is slower 
than the city man to make an invest- 


ment and when he buys life insurance it 
is only after careful consideration and 
because of this he is less inclined to 
allow his policy to lapse. The income 
of the farmer, which includes so much 
of his food, etc., is more stable than 
the income of the average city resi- 





Ambitious, productive and 


Trustworthy Life Agents 





may be BENEFITED by 


corresponding with the 





W. D. WYMAN, President 


Berkshire Life Insurance Company 
Of Pittsfield, Massachusetts 


Incorporated 1851 


New Policies with modern provisions 
Attractive literature 


W. S. WELD, Supt. of Agency 








perience. 
future for r ght man. 


WANTED—Young man wth home office life insurance company ex- 
New company being organized at Minneapolis. 
In reply, give all details, salary wanted, etc. 
Address 54-W, care of National Underwriter. 


Excellent 








Any Sure Enough Salesman, who has the 
“Four Square” and willing to work; can ma 
us to continue the breaking of all Life Insur. 


From M ay, 
millions bife Insurance. 
the leads. 


ow? 
If you can qualify, write or wire 


QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Great ag for the men who can qualify! ! ‘ 
1919 to May, 1920, Twelve months—one year—we wrote Ten 
Let us tell you, 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 


aay rd Intestinal Equipment, who is 
e not less $20,000.00 per year helping 
‘ance records. 


We have the plans; we furnish ” 


dent. It is the business that stays on 
the books that is most profitable to 
the company and that gives the agent 
the most renewal commissions, and the 
farmer business stays best on the books. 


Weaned from Fraternals 


Recent advances in assessments, etc., 
have weaned the farmer from the 
fraternal insurance. He is already well 
educated to buy old-line life insurance. 
Notwithstanding his lessened income, 
he yet has the money to buy largely 
of life insurance. . The agent that equips 
himself to work among farmers by 
studying up-to-date farming and prac- 
tical methods in farming, who cannot 
only talk to the farmer about farming 
but can sometimes help him with ad- 
vanced suggestions, and who does not 
dress too well and is not afraid to put 
his hand to the plow in an emergency, 
will continue to write a very satisfac- 


‘tory volume of high-class business. 


Organizes Woman’s Department 


The Public Life has organized a wom- 
an’s department at its home office in 
Chicago to be composed of all women 
who are interested in the life insurance 
business. The women who will form 
the nucleus of the organization are the 
mothers and wives of the agents and 
stockholders of the company. 

This new department will hold its first 
meeting Friday afternoon ard will have 
regular meetings every month. The 
program to be*given at these meetings 
will consist of instructions. on the pur- 
poses and fundamental principles of life 
insurance, 


Passes the Billion Mark 


The Penn Mutual Life passed the 
$1,000,000,000 mark of insurance in 
force the first of September. On Aug. 
1 it had $996,625,383 paid for business. 
A month later its figure was $1,004,- 
141,463. It is interesting to note that 
its insurance in force 40 years previous 














TEXAS COMPANY READY TO GO 





United Fidelity of Dallas Completes 
Its Organization and An- 
nounces Officers 





DALLAS, TEX., Oct. 12.—The or- 
ganization of the United Fidelity In- 
surance Company of Dallas was com- 
pleted this week when the stockholders 
met and elected directors for the first 
year, and these directors named the 
officers of the company. The com- 
pany has bought the Texas & Pacific 
building for a consideration of approxi- 
mately $750,000, and will occupy it as 
soon as it can be remodeled. At pres- 
ent the offices of the new company are 
in the new building of the Dallas 
County Bank. Business has already 
begun and the prospects are exceedingly 
bright. 

The officers of the new company for 
the first year follow: D. E. Waggoner, 
president; J. F. Strickland, vice-presi- 
dent; M. H. Wolfe, vice-president; D. 
Easley Waggoner, vice-president and 
general manager; J. L. Mims, secretary 
and actuary; Dr. C. W. Simpson, medi- 
cal director. The directors of the com- 
pany are M. H. Wolfe, J. F. Strickland, 
D. E. Waggoner, Fletcher F. McNeney, 
Thomas A. Knight, George M. Griffith, 
L. H. Cullom, D. Easley Waggoner, 
W. A. Green, Jr., George S. Watson, 
Dan D. Rogers, T. M. Campbell, Jr., 
W. T. Henderson, Frank Wozencraft, 
Dr. C. W. Simpson, Harold W. Walker, 
J. L. Mims, Cedric Burgher. 

The stockholders of the new company 
include between 75 and 100 prominent 
business men in Texas. The company 
is capitalized at $500,000 and has a sur- 
plus of $250,000, both fully paid in. 
With the organization complete, the 
company will proceed to organize its 
sale force and get after business in 





was $31,608,564. 


Texas and adjoining states. 





past year, you then more 


ures. 


profitable is a harmonious 


generously given. 


than any other time keenly 


realize the importance of a helpful constructive home 
office service that trains you to overcome such fail- 


One of the vital elements which makes your day 


working arrangement with 


home office officials and a direct co-operative spirit 


The Close of the Day’s Work 


s * fomamern you begin to figure up your earnings and 
recall the several reason for failures during the 


All this and more we constantly strive to give our 


agents. This coupled with 


and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Company 


JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 


good policy contracts 








Double Indemnity 
Reducing 





BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Our Policies Provide for 


Disability Benefits 


Premiums 


SEE THE NEW LOW RATES 
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MODERN BUSINESS GETTING METHODS 





Prospect Who Can’t Be Interested 
in First Three Calls Is Hopeless, Says 


F. E. Dudley 


HILE two or three calls are 
W) necessary to close almost every 
case, the agent who fails to get 
any result after the third interview is 
wasting his time to go any further with 
such a case in the opinion of F. E. 
Dudley, of the agency department of 
the West Coast Life of San Francisco. 
In that connection Mr. Dudley says: 
“My personal experience, which is 
confirmed by that of other field men 
with whom I have talked, is that in 
nine cases out of ten a prospect who 
fails to show interest in the proposi- 
tion after having been approached as 
many as three times upon the subject 
should be placed in the discard. To 
retain the cards of such prospects in 
the active file after the third unsuc- 
cessful call is just another instance of 
the triumph of hope over experience. 
This is particularly true now, when 
conditions are such that the salesman 
cannot afford to waste too much time 
on cases that are not promising as to 
results desired. 


Closing on First 

Interview Exceptional 

“The closing of cases in the first in- 
terview naturally depends almost wholly 
upon the ability of the salesman. Some 
agents have told me that they were 
successful in this respect in about 75 
per cent of their cases, but I believe 
they were fortunate in the possession 
of exceptional ability along that line. 
From two to three calls seem to be 
necessary to complete the average sale, 
but I believe the agent who is devoting 
his entire time to life underwriting 
could develop the ability to reduce this 
to one interview. 

“T have always felt that it was highly 
essential to obtain full information 
about a prospect before calling upon 
him. Many field men to whom life 
insurance salesmanship is a new busi- 
ness, and also many experienced un- 
derwriters who are not as successful 
as they might be, would do well to 
seriously consider the immense advan- 
tage that accrues to the salesman who 
thoroughly informs himself in advance 
concerning his prospect’s circumstances 
in all the details that have a bearing, 
not only in making him a desirable risk, 
but also in furnishing reasons upon 
which to base a convincing presentation 
of the proposition which is to be sub- 
mitted and which, in the light of the 
information which has been obtained, 
should cover the proper life insurance 
service that is applicable to the par- 
ticular case. 


Systematic Preparation 

Basis of Success 

“Life insurance salesmen who are 
conspicuous leaders in this great pro- 
fession make no secret of the fact that 
systematic preparation in advance of 
the interview is one of the most im- 
portant factors responsible for the suc- 
cess which they have attained. As a 
matter of fact, any salesman owes it to 
his prospect to be able to present a 
clean-cut, concise presentation of his 
Proposition as adapted to his particular 
needs, before he asks for an interview. 
The axiom, ‘time is money,’ is so uni- 
versally understood that the conscien- 
tious life insurance salesman who is 
unprepared should hesitate before ap- 
Pproaching a business or professional 
man with a request for the time neces- 
sary for a proper presentation of the 
merits of his company’s service, yet the 
great majority of agents have no com- 
punction in calling upon perfect 








of the West Coast Life 


strangers and endeavoring to interest 
them in the subject by reciting a stereo- 
typed ‘selling talk’ upon the benefits of 
life insurance in general, but wholly 
without application to the 
requirements of that particular pros- 
pect. While it is true that in some few 
instances an interview of this character 
may lead to the sale of a policy,*it is 


usually the case that the time of both | 


the salesman and the prospect is 
wasted, and if the latter values the 
moments that have thus been lost, his 
regard for the institution of life insur- 


ance and its representatives will have | 


been materially lessened. No salesman 
can attempt a canvass of this character 
and expect to do justice to himself, his 
subject, or his company. 


Know Where You 
Are Going, and Why 


“The successiul salesman, no matter 


in what line, knows where he is going, | 


why he is going, and what he is going 
to do when he gets there. He has pre- 
pared himself in advance and the ad- 
vantages of the interview are accord- 
ingly favorable to the success of his 
efforts, for he is in position to direct 
its trend. He is poised and self-confi- 


dent in that high degree that enables” 


a man to speak ‘as one with authority.’ 
The dignity and importance of life in- 
surance service should be reflected in 
the manner in which the salesman pre- 
sents it to his prospect. The tactics 
that would be successful in selling an 
encyclopedia or a popular weekly com- 
bined with a set of fiction at a dollar 
down and a dollar a month are not to 


be compared with the systematic effort | 


that is necessary in presenting a com- 
prehensive outline of what has been so 


aptly described as ‘the most beneficent | 


scheme of finance that the human mind 
has evolved.’ 


“As to the information required in | 
intelligent | 


properly preparing for an 
canvass, the fundamental details are: 
First, the prospect’s financial circum- 
stances, his income, his debts, including 
any mortgages, notes or other obliga- 
tions; the amount of life insurance car- 
ried and to whom payable; his physical 
condition, his family, his home life and 
moral standing in the community. 


Assuming that your prospect is a man | 


of affairs in his locality, it may take 
several hours to gather all of this data, 
but it should not be a difficult task, for 
you will find that by approaching the 
prospect’s friends and explaining con- 


upon a desire to prepare a proposition 
covering life insurance protection that 
will most fully meet his i 
needs, they will cheerfully co-operate 
with you—at least to the extent of fur- 
nishing you sufficient information to 
enable you to proceed intelligently. 


Man May Get Interested 


“Possibly in the development of the 
details of your search for information 
the friend to whom you go may, by 
indirect suggestion and association of 
ideas, become interested in your pro- 
posed plan for himself. If you are 
keenly alive to such a possibility you 
will be quick to follow up the advan- 
tage in such a tactful manner that de- 
cisive action on his part will be easy 
to influence, because the fact that you 
are not trying to sell him disarms him, 
leaving his mind fully receptive to the 
attractive and convincing proposition 
which he understands you are going to 
submit to his friend. Even though in 
the first interview his interest may not 


individual | 


particular | 


| culminate in obtaining his application, 
| if he believes in life insurance; if he is 
without sufficient protection and is a 
good physical, moral and financial risk, 
| by following up with subsequent calls, 
for the purpose of informing him of 
your progress in his friend’s case, an 
opportunity will naturally be presented 
to obtain a definite and satisfactory con- 
clysion. 

“The value of the advantages outlined 
in the foregoing is so obvious that it 
will be readily recognized by the am- 
bitious salesman of life insurance, and 
he will find that by following the sug- 
gestions he will add to his efficiency in 
such measure that systematic prepara- 
tion for the interview, together with 
the arousing of interest\by the indirect 
method, will find a prominent place in 
his plan of operation in the field.” 


Soliciting Hints 
for Women Agents 


HE record which women have been 

making as life insurance agents is 
one in which they can have a just 
| pride. There is a broad field for women 
in the life insurance business. They 
have been and will continue to be 
equally as successful in soliciting as 
members of the opposite sex. Among 





some suggestions given to women 
agents in the agency publication of 
|} one of the prominent companies are 
| these: 


“Talk to the young married woman 
who is working hard with her husband 
to save ‘money to pay, the mortgage 
oh their home. Show her how a life 
insurance policy in the event of her 
husband’s death will take care of the 
mortgage. 

“Talk to the girl who earns her own 
living who hasn't any immediate pros- 
pects of getting married. She ought to 
| take an endowment policy for her bene- 
fit in later years. 

“Talk to the young man who is en- 
gaged to the nicest girl in the world. 


“ur 


no children. He is worrying 
| what will happen in case of his being 
taken away suddenly. 





Talk to the man who has a wife and | 
about | 


He can buy a| 


policy which will pay his wife $100 a | 


month as long as she lives. 
what he wants and what she needs. 
“And, of course, it goes without say- 
ing that the man who not only has a 
wife but seyeral children is in still 
greater need of insurance protection. 
“Talk to the stingy man who needs 
| money for himself. Talk to the affec- 


“Silence is golden.” Many a young 
solicitor has had the galling experi- 
ence of losing a case because he talked 
about it before the policy was deliv- 
| ered. A competitor heard of the pen- 
dency, rushed in, upset the apple cart, 
| and got away with the fruit. The ex- 
| perienced agent keeps his business to 

himself. 
* * 7 


Auto ‘accidents in New 
killed 398 persons in the first seven 
months of this year. What's happen- 
ing here is duplicated all over the 
country. A heavy proportion of policy- 
holders daily use an auto, either as 
cwners, or paying passengers, or 
guests; and the pedestrian hazard is 
| constant. Double Indemnity. 
* + * 

His estate will go to his wife at his 
death. The family’s maintenance will 
| be derived from the income. That in- 


come if large enough to come within 


York City | 


That is | 


| 
| 


| SOME POINTS 


fidentially that your request is based | 


| 


Getting One’s Story | 
| Boiled Down to Essence | 


of New York 


HE Equitable Life 
has gotten down in succinct form 


some advice to agents about their work 
in which it uses the epigram from Don 
Marquis as a basis. Marquis says, “If 
a man has a great deal to say, you may 
Le sure it won't take him long to say 
it.” Here is the unique way in which 
the Equitable puts it: 

All that any real prospect desires to 
know is what is the best policy for him, 
how much he should carry and the rate. 

Ten days spent in securing advance 
information about your prospect will 
often enable you to secure his applica- 
tion in ten minutes. 

Your prospect is human; don't try his 
patience with tiresome details, 

Frame every statement so as to bring 
you nearer the signed application. 

Don't monopolize the stage; give your 
prospect a chance to act. 


Try to make a record, but don't imi- 
tate a talking machine. 
Ask clean-cut questions that call for 


affirmative answers. 
Condensing your sales 
your income, 
Don't talk your 
then out of it, 
Remember that talk is cheap and time 
is money. 


talk augments 


prospect into a sale 


Make the interview short, clear and 
snappy. 

Put a pithy proposition to your pros- 
pect 


Talk to your man in his own language 
Be long-headed but not long-winded 
Too much verbiage befogs the issue. 
Brevity is the Soul of Salesmanship. 
Cut out lengthy explanations. 

Get in, get through, get out. 

Walk more than you talk. 

Say it with terseness. 

Use short sentences. 

Don't be a bore. 

Boil it down. 

Be brief. 


tionate, generous man about providing 
for something after he is gone. Talk 
life insurance morning, noon and night, 
because there is no other business in the 
world in which you can do so much 
good for others and save so much for 
your own future.” 

“A small policy is often the self-starter 
for a prospect which marks the begin- 
ning of a life insurance estate.” 


The sluggard is wiser in his own con- 
ceit than seven men that can render a 
reason. 


ON SELLING | 


Federal or state taxation schedules, 
or both, will be diminished by taxa- 
tion, perhaps to a figure smaller than 
the family’s needs. A life income 
policy would supply money with which 
to pay the taxes. Perhaps his insur- 
ance needs are covered at all points 
save this one. Try it! 
. + > 

There are men who take their busi- 
ness life and all its transactions very 
seriously, and, naturally, they are drawn 
toward the man who assumes a simi- 
lar attitude when offering them goods 
or service. Such men do not like to 
have any business matter regarded as 
ordinary and to have it as swiftly con- 
cluded as if it were of only common 
consequence. If he regards his pur- 
chasing of life insurance as a serious 
transaction, why, then, it is indeed a 
serious transaction to him, and the 
wise agent will treat it accordingly. 
Although you may know his circum- 
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More Than One Million Policies Now In Force 
















ts 
Policies in Force 
Insurance in Force 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinols and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 
Jan.1,1910 Jan. 1, 1915 
$ 4,867,379 
342,972 
44,780,907 


Jan. 1, 1920 
$ 8,763,566 $ 18,682,446 
551,969 1,058,956 
79,619,435 091,495,761 


CINCINNATI, OHIO 


Organized February 23, 1888 

















THE GUARDIAN LIFE INSURANCE COMPANY 


OF AMERICA 





1 S60 60th ANNIVERSARY 


1920 





The following figures show the growth of this Com- 
pany since the first policy was issued on July 16th, 1860: 


Surplus & Insurance 


Jan. Ist Assets Liabilities Div. Funds in Force 
ixncsnndtaseus 194,545 $ 10,000 184,545 $ 499,979 
Sse 6,640,004 5,866,390 773,614 34,090,100 
eer 14,825,966 13,701,958 1,124,008 54,199,371 
ee 34,104,782 29,360,065 4,744,717 104,327,267 
Se salad 58,215,528 53,133,246 5,082,283 200,179,021 
Received from Policyholders...........ssesseeee: $172,071,765 
Paid to Policyholders since organization. .$130,142,891 
Assets held as security for Policy- 

DT. ccavesaanewnee hasgeuaeden 58,215,528 

——— 188,358,419 
Net Gain to Policyhoiders after payment of all 
expenses and taxeS........+..0.- Tee FT” 


NEW BUSINESS PAID FOR 1919.....$37,342,844 
A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 


50 Union Square, New York City 








THE CRESCENT LIFE INSURANCE COMPANY. 


CAPITAL STOCK (FULLY PAID) $100,000. 


Owned and operated exclusively by Masons (only one of its kind in 


e world). 


COPYRIGHTED CONTRACTS. 


Only Masons need apply for Agencies. 
year premjum notes. Cas 
M. E. Callane, Secretary. 


FLETCHER TRUST BUILDING - - INDIANAPOLIS 


No advances. No first 


Business. All Physicians must be Masons. 


Bertram Day, President. 











$50.00 A WEEK FOR LIFE 


while totally disabled from eitherinjury or illness. $6,000.00 
for death by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 


Our top salesman made $12.000.00 last year. Does it in- 





terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, Vice-President. 


KANSAS CITY, MISSOURI 
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| Start TUL LiFe ASSURANCE CO 








B. H. WRIGHT 
President 








State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far lon 


than the average life—the STATE MUTUAL has 


furnished unsurpassed protection and service, 
Additions are made to our agency force when the right men are found. 


STEPHEN IRELAND 
Superintendent of Agencies 


D. W. CARTER 
Secretary 











stances, let him describe them, and 
then instead of immediately offering 
your plan, tell him that you will give 
his case very careful consideration, 
and will, say to-morrow morning at 
ten o’clock, be prepared to suggest a 
form of policy and mode of settle- 
ment that in your experienced judg- 
ment will exactly meet his case. You 
need not fear that any competing 


capture such a prospect—he isn’t the 
kind that can be galloped into action. 
= 


All in a row, across the street or 
just around the corner from your home: 
—grocery, meat market, cigar and 
news store, bakery, cleaning and dyeng 
shop, hardware store, grain and feed 


store, drug store. Two of them are 
partnership businesses, and the rest 
are one-man businesses. All of them 


are small, and each is the maintainer 
of one or more families. In several 
of them the wife or older son or daugh- 
ter takes a turn behind the counter. 
You have been a customer in each of 
these places, and are a daily patron of 
some of them. You know the proprie- 
tors and their family and business cir- 
cumstances, slightly or well. You 
know that if death entered the front 
door of any of these little centers of 
hope and carners of maintenance dire 
trouble would result. There are eight 
of them, all in a row, quick of access, 





body—in them. Dig in! And don’t stop 
until you have made sure that not an- 
other dollar of protection can be placed 
among them. And don’t forget that 
some of these small store folk are very 
friendly and have many friends. Serve 
them, and maintain your intimacy with 


them, and many another application 
will come to you through them. 
* * * 


How does the reporter get his news? 
If he covers a general route, this is one 
of his sources:—friends! In drug store, 
news shop, barber shop, pool room, 
corner grocery, and many similar 
places, he has a friend who “tips him 
off.” Every day he makes the rounds 
of these newsgathering places. Inten- 
| sively he has made the acquaintance 
| of one and another—has talked about 
| their business and about his own busi- 

ness—and he boosts them and is their 





friend. That’s cause; and the certain 
effect is reciprocity on their part. The 
life insurance salesman cannot have 


too many friends. But in this game of 
life the art of friend-making must be 
practiced if a man desires troops of 
friends. He must do the things that 
create friendships, and he must go 
out into the highways and the byways 
and in sufficient numbers choose whom 
he would attract. That’s what the re- 
porter does, and so should the life in- 
surance salesman do,—he must give jf 
he would get, serve if he would be 
served. One new worthwhile acquain- 
tance deliberately made each day would 
in a year’s course surround you with 
a large group of friends, to your de- 
light and your family’s in social inter- 
course, and to your increasing profit 
in business. The store you daily 
patronize, your clubs, business and 
social organizations, the fraternal or- 
der, the Chamber of Commerce and 
other Civic organizations, and _ the 
church,—in them are a host of friends 
| to be had in exchange for friendliness 
| and by the payment of co-operative 
| service. Emulate the reporter—be 
friendly all along the line, for “like at- 
tracts like.’—Mutual Life Points. 





| Mid-Continent Life Progress 


September production with the Mid- 
Continent Life of Oklahoma City was 
$2,008,000, according to Vice-President 
| Edwin Starkey, who has charge of the 
agency force. The first nine months of 
1920 have yielded $11,500,000, as against 
$6,000,000 for the entire year 1919. This 
business is produced almost entirely 
within the company’s home state, 
Oklahoma, and is the result of intense 
agency organization. Ten men _ pro- 





agent will in the meantime be able to | 


and there’s business for you—or some- ; 





duced an aggregate of $1,115,500 in 
September. They are in order of pro- 
duction, R. E. Leonard, A. M. Robin- 
son, H. M. Cardwell, R. E. Cardwell, O. 


M. Murfin, P. P. Dismukes, S. J. 
Brand, G. H. Child, Jack Willingham 
and Charles 


B. Menasco. 


Late War Risk Figures 
WASHINGTON, D. C., Oct. 12.—The 
Bureau of War Risk Insurance makes 
public the following figures regarding 
the volume of business it has trans- 


acted: 
The insurance division 

wrote, during the war 

and to date, 4,640,049 

war risk term insur- 

ance policies covering 

insurance to the 

amount of.......esee. $40,331,640,000.00 
The gross premium re- 

mittances from all 


sources approximating 346,987,730.29 
130,017 claims for War 
Risk term insurance 
allowed on account of 
death are represented 
by insurance to the 
OMOUME OF. ccccccccsses 
While 3,385 claims for 
War Risk term insur- 
ance allowed on ac- 
count of permanent 
and total disability in- 
volve insurance to the 
@moeunt Of. ..ccccceces 29,577,540.00 
During the month of 
August, 1920, alone, the 
total disbursements on 
War Risk term insur- 
ance claims amounted 
OD scecescacnsesesdeee 7,320,60246 
The Marine and Seamen's Insurance Divi- 
sion has 
Done a total business of.$ 2,390,074,385.00 
With premiums collect- 
ed amounting to..... 
On 33,395 policies, result- 
ing in paid claims of. 
And a surplus over ex- 
penses and refunds of 
approximately 17,500,000.00 
The number of the personnel in the 
bureau has been reduced to 7,323, which 
is less than one-half the former figures, 
and further reductions are proceeding 
continuously. 


1,154,911,719.63 


47,585,072.00 


29,830,746.00 


A. ©. Eliason of St. Paul, home office 
manager of the Minnesota Mutual, will 
hold an agency convention in St. Paul 
early in January. 








The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 

















It does 3 things: 


@ Gives every Agent-a Square 

al. 

@ Pays equal compensation for 
equal work. 

q Affords every Agent the 
same opportunity for ex- 
pansion and organization 
building. 


These are three things which 
most agency contracts do not do. 
Does yours? 


Ask about the Square Deal Contract 


Nat henalgye 
nevirance mpany, 


Madison, Wisconsin 























